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What the Public Ought to Wear 


The New Point of View Developed in National Convention 


VOLUME LXxX 





HE most remarkable improvement in 
the method of holding and conducting 
conventions was made apparent in 
the Cincinnati sessions of the Na- 
tional Shoe Retailers’ Association 
through emphasizing to the mer- 
chant that he, within himself, has 

the power to change the old order of things by cor- 
recting the phrase: “It is what the customer wants 
not what you want to sell him that makes you suc- 
cessful.’ These critical times in market supply and 
demand must develop in the merchant a tone in busi- 
ness conduct paternal in sense that strongly empha- 
sizes: “Sell the customer what he or she ought to wear.” 


We hammer on that word “‘ought’”’ at a time when 
domination has its world-wide sway of things. We 
repeat it for it is with some satisfaction that the 
‘Recorder’ sees endorsed the very things we have been 
emphasizing this year past. Just three weeks ago we 
said: ‘“‘Only by the use of materials other than leather 
can the industry supply the demand for footwear at 
reasonable prices.’’ Read the resolutions passed and 
gather for yourself the seriousness of conditions in 
the trade which next season’s footwear will encounter. 


We look for this one topic of materials for foot- 
wear other than leather to dominate also the discus- 
sions at the convention of the National Boot and 
Shoe Manufacturers’ Association. It is to the credit 
of the merchants’ association that they interpreted 
the big underlying problem of the next year and that 
they did it prior to the New York meeting. 


A Fight Against Selfishness 


To change the mental attitude of a branch of the 
trade scattered in stores all over the country would 
seem as tremendous task, and yet the ideas dissemi- 
nated in Cincinnati, distributed orally and in print can 
do more to bring about the desired consummation,— 
yes, and in spite of the powers of selfishness which 
ignore the possibility of a public revolution against 
high prices for a product open to speculation because 
of limitation of supply. 

We will have much to say and print of the speech 
after speech advocating study of materials to use in 
footwear and the tone of the resolutions impress 
forcefully the need of your study of everything from 
cloth to sharkskin and the possibilities of even a 
shoe without any leather at all. 

The advocacy of fabrics from the schoolmaster of 
the trade, A. C. McGowin, in statement after state- 
ment in the convention, comes from a conviction on 
his part that there are proven materials other than 
leather which have already demonstrated their place 
in the final product fitted to the customer, and that 
there is satisfaction and profit in their sale. 

Style came into the store and made merchants of 
men whose vision had never been much above, what 
ought to many, rightly be termed peddling. Now 
with the style harressed into cash register, running 
a proper study of combining style with the economic 
need of today and tomorrow—namely, keeping the 
price for some pocket-books as low as possible—is not 
only necessary but imperative. 


e N.S.R.A. RESOLUTION ON LEATHER ALTERNATES 
WHEREAS, the price of all kinds of leather has recently advanced to unprecedented figures,—prices over which 


the retailer has no control,—we deem it wise to increase the use of all materials other than leather which are suitable 
for various uses in the making of shoes; and we strongly recommend that the use and employment of other mate- 
rials begin in our better lines of shoes and be artistically employed so as to reflect the beauty and style and selling 
qualities of such shoes, believing, as we do, that any such evolution and development in the manufacture of shoes 
should begin at the top, and that the psychological effect will be that the purchasers of the lower grades of shoes will 
be more ready to follow in the footsteps of the purchasers of the higher grades. : 

That these measures will in effect enable our friends, the manufacturers, to produce good-looking shoes and 
good-wearing shoes in grades that can be sold at from $5 to $10. 
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National Shoe Retailers’ Association Reconstituted, 
Strengthened and Inspired at Cincinnati 


Election of Officers 


A. C. McGOWIN -.. President 
A. H. GEUTING Secretary-Treasurer 
A. F. SLOANE Field Secretary 


EXECUTIVE COMMITTEE 
J. P. Orr, Cincinnati, Ohio 
Elmer D. Gildersleeve, Poughkeepsie, N. Y. 


Roy E. Stevens, Ottumwa, Ia. 
Warner S. Byck, Atlanta, Ga. 





AY) ULLY to justify the term * ‘biggest and 
best”’ needs figures and facts and some 
confidence in the one who tells you. 
To figures we get the credit of the 
registration book of four hundred and 
seventy-eight men and those who did 
not “sign the papers”’ at least one hun- 

dred more. In facts, well just this: a whole city turned 
into a shoe store and every worker therein getting 
out of it as much as the attention which he put in 
warranted, and incidentally a sample of hospitality 
the like of which has never been known in association 
work. Now the confidence end of this trio of terms 
comes in our telling you and showing you in cold type 
some of the food for thought that came “right from 
the floor.” 

Imagine a big hall, gaily decorated with a platform 
at one end and the paraphernalia for speechery and 
at the other end a_ two-hundred-and-fifty-pound 
sergeant-of-arms in the person of Roy C. Kanouse. 

In command as chairman that peerless leader A. C. 
McGowin and at his right hand A. H. Geuting. And 
out in the lobby with a staff of workers, A. F. Sloane, 
not only to give each man his credentials but to make 
him acquainted. 

Speaking of representative gatherings, well—one 
man came from Alaska and one or more from each of 
the following states: Alabama, Arkansas, Delaware, 
Washington, D. C., Georgia, Indiana, Illinois, Iowa, 
Kansas, Kentucky, Baltimore, Massachusetts, Mich- 
igan, Minnesota, Missouri, Nebraska, New York, 
New York City, Ohio, Pennsylvania, Tennessee, Utah, 
West Virginia, Wisconsin, Philadelphia. 

For a time it looked as if Cincinnati hospitality 
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Adopted at the Convention 
Trade Conditions Epitomized in these Resolutions | 


SPECULATIVE BU YING this Convention most emphatically condemns such pub- 
= ‘ A licity, as it is untrue and misleading and has a tendency 
WHEREAS, The rae of placing orders far in ad- to limit the number of pairs of shoes purchased. 
vance of immediate requirments has become very preva- 


lent within the last six months, and REGULATE RETURNS AND APPROVALS 

WHEREAS, such future contracts have had the ten- WHEREAS, the hasty and aad selection at ines 
@ . +] , 

dency to further aggravate the scarcity of leather and chandise by the consumer results in an ever-increasing 
increase its prices, and feeling as we do that such action percentage of returned goods for exchange and credit, 
tends to increase the liabilities of shoe merchants and resulting in a great loss through ehutteentitees ts mere 
might reauit in’ greater less from change of styles from chandise, and a consequent increase of the price of all 
the time of giving the order to the delivery ‘of the gooda, shoes to consumers, that merchants conduct a campaign 

be it . ‘ . ‘or . . 
f ed t th localities t ll this evil to 

RESOLVED, that this convention recommends that cho, pester slags the public; ee ae ne 
retailers.do not speculate in shoes or place orders so far AND THEREFORE we Pianther RF SW 
in advance of the time and in excess of their requirements. bers of this association that they curtail as far as possible 
LEATHER ALTERNATES ADVOCATED the sending of goods on approval, and only do so upon the 


stipulation that they may be returned in twenty-four or 
WHEREAS, the price of all kinds of leather has recently forty-eight hours after being so sent; 


advanced to unprecedented figures,—prices over which the AND FURTHERMORE we do strongly urge that retail- 
retailer has no control, we deem it wise to increase the ers decline at all times to accept for return and credit any 
use of all materials other than leather which are suitable shoes in which alterations have been made. 


for various uses in the making of shoes; and we strongly OPPOSE SECOND-CLASS POSTAL CHANGES 


recommend that the use and employment of other ma- 


terials begin in our better lines of shoes and be artis- WHEREAS, the shoe trade journals representing our 
tically employed so as to reflect the beauty and style and industry are an educational and a constructive force in 
selling qualities, of such shoes believing, as we do, that assisting the work of the National Shoe Retailers’ Asso- 
any such evolution and development in the manufac- ciation in elevating through education the standard of 
ture of shoes should begin at the top and that the psy- shoe retailing, and 

chological effect will be that the purchasers of the lower WHEREAS, the measure called the Randall bill is now 
grades of shoes will be more ready to follow in the foot- before the Congress of the United States which provides 
steps of the purchasers of the higher grades. for a great increase in the Government rate. for mailing 

THAT these measures will in effect enable our friends, trade journals, be it 

the manufacturers, to produce good-looking shoes and RESOLVED, that the National Shoe Retailers’ Associa- 
good-wearing shoes in grades that can be sold at from $5 tion, in convention assembled at Cincinnati, Ohio, Janu- 
to $10. ary 10, 1917, voices its opposition to the Randall bill so 


far as it includes trade journals and such other publica- 


CONDEMNS MISLEADING PUBLICITY : see 4 ; 
tions as are educational in character, as an unjust and 


WHEREAS, a good deal of newspaper publicity has been unfair discrimination, and urges Congress not to pass 
given to the idea that shoes will be sold at from $20 to $30, this measure. 


would prevent even a calling of the meeting to order. to visiting shoemen would have been because “‘he’s a 
There were more friends of merchants present than customer.” In all Cincinnati the selfish end of 
delegates in the early hours of the convention. looking out for “mine’’ was pushed aside and the 


But to their work, and if ever there was a session Whole town jumped in and gave of its time and 
worthy of that name it was that of Monday. There interest and money to make the convention a huge 
might have been a little too much of discussion of. success. A line-up of the manufacturers who co- 
the minutae of constitution building but the whole .operated includes every firm in the city or its en- 
charter went through with but minor changes. Speed Virons. The stores, (and it seems as if there were 
was most noticeable and the day’s schedule was as One on every corner and in betwixt some more stores) 


clean as a store could be when the whistle blew at made wonderful displays of their latest shoes and 
extended the privilege of inspection to every man in 


5.30 p.m. 

All Cincinnati welcomed the visiting shoemen. the convention. 
The Hotel Sherman looked like a national political You, who have read the ‘“Recorder’s” accounts in 
meeting and a more restless bunch you never saw. former years may again appreciate the way in which 


If a weaker man had- been in the chair rest we tell the story of this convention and we proceed 

assured the punch of the Association would have been on that basis of almost verbatim reporting. So to 

scattered all over the hills and valleys of the town. — the story—slightly condensed so that the busy man 
In former years such hospitality that was extended may get to the meat of the story prompto. 
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Jan. 13, 19 


Convention Draws Leaders in Shoe Merchandising 





JOHN O’CONNOR 
O’Connor & Goldberg, Chicago 


The Session in Order 


The meeting was called to order by the President, 
A. C. MeGowin, shortly after 10.30 a.m. 

PRESIDENT McGOWIN: It gives me a great 
deal of pleasure, gentlemen, to welcome you to the 
first convention of our Association held outside of 
the village of New York. 

I will not take up your time now, but will permit 
the Mayor of the City to tell you of the beauties of it 
and why we came here. He was born with shoes on 
him. His father was a shoe manufacturer, and 
dealer and in early life he was brought up in the shoe 
business so you can appreciate with what great plea- 
sure we have him to receive us in Cincinnati this 
morning. 


A Real “Shoe” Talk and Welcome 


By HON. GEORGE PUCHTA, Mayor of Cincinnati 


I assure you it gives me great pleasure to welcome you to good 
old Cincinnati. 

Gentlemen, I want to assure you that I feel very much at 
home in this gathering. I come from a shoe family myself. 
My father was a shoemaker but he has long since passed away. 
My brother is in the shoe business and is the Superintendent of 
the Val Duttonhoefer Sons Company. 


A Far-sighted Merchant 


It might be of interest to you gentlemen, as some of you are a 
year or two younger than I am, to reminisce a little bit about the 
retail shoe business as it was before and is now. When my 
father was in the business he had a stock probably ranging 
from $2000 to $4000, a stock of shoes which was considered 
very nice in those days and many designs in those days were 
made to measure. He took the measures, cut out the stock and 


W. S. BYCK 


R. H. FYFE 
Atlanta, Ga. Detroit 


the fitter and the bottomer would come and get that work and 
take it home and bring it back in the night. That is the way 
the shoe business was done in those days. 


Noting the Trend of the Times 


He said one day to my brother and myself, ‘‘Boys, I can see 
the day coming when there will be no need for fellows like 
myself in this business. The factories are already making 
most of the women’s shoes and they are going to make the 
men’s shoes, and the large stores will be selling the shoes.”” At 
that time the different widths of lasts were just coming in. 

But how true the prediction was. I am sure that every one 
of you gentlemen today in the retail shoe business would not 
be able to get along successfully in your business if you carried 
a stock of goods not to exceed $4,000.00; and furthermore you 
would probably find this like my father said “‘what there is going 
to be left for the measureman to do is to make shoes for crippled 
feet or do cobbling.”’ 


A Complicated Sort of Merchandising 


Isn’t that, gentlemen, exactly the situation as it is today? 
Large stocks, and all those different ramifications of styles 
getting more acute all the time, means larger investments, 
turning over your stock oftener, and all those things, that 
modern methods of business have brought. 


Good Trade Journal Doctrine, Mr. Mayor. 


I remember well the days if a retailer made 25 to 50 cents 
gross profit on a pair of shoes he was doing well. You would 
starve on that kind of profit today, and I have no doubt but what 
there are some of the men in your line of business throughout 
the country who are still willing to starve on that basis. What is 
the cause? Gentlemen, isn’t it lack of knowledge; isn’t it lack 


of information about the very business we follow, that brings | 


about such condition, because no one now is in business to 
deliberately lose money and yet how many do—from lack of 
knowledge and from lack of the details of the business that we 
follow! 
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Progressives in Merchandising at Cincinnati 





W. HAL STEWART 


Ottumwa. Towa 


I bid you welcome to a city that is teeming in diversified 
industries in many lines of manufacture that excel the world. 
A city whose clearings the last year aggregated one and three- 
quarters billions of dollars, making us the 12th city in clearings 
of cities of the United States. 


Routine work, as in all association work, has its 
customary details and the convention settled the 
reports in one-two-three order. 


A Time for Discretion 
Says A. C. McGowin in his Report 


It is fitting that this convention should be so large and so 
representative of the entire United States, because just at this 
time the retail shoe trade is confronted with grave problems, in 
the proper handling of which we need the serious thought and 
constructive co-operation of every retailer of shoes. 


War conditions and the trend of fashion in footwear have 
brought about a demand for staple and fancy leathers far in 
excess of the supply. Prices of all leathers, in fact of all materials 
used in the manufacture of shoes, have steadily advanced, and 
these advances have been passed on to the retailers. This has 
resulted, naturally, in steadily higher prices being asked by 
retailers for all classes of footwear. 


Immense Goatskin Importation 


Just in this connection it may be well to tell you that I have 
been creditably informed that the importations of goatskins 
were 40 per cent greater for the year 1916 than for the year 1915, 
and that the export of products made from goatskins in 1916 
were about the same as 1915, showing an enormous increase in 
the output of glazed kid skins of 40 per cent. Naturally a large 
share of this would be demanded because of the scarcity of calf 
skins, but would it not be well for you to keep in close touch 
with the manufacturers of glazed kid skins as well as your manu- 
facturers of shoes, in the effort to find out whether there are 
(as alleged by some persons) speculative interests that are 
holding raw materials to boost the market. Personally I do. not 


G. A PIERCE 
Minneapolis, Minn. 





ROY E. STEVENS 


Ottumwa, Iowa 


believe there are, but there has been a time in the history of our 
trade that requires greater caution in the purchase of mer- 
chandise. 

When Soles Become Restricted 


But you must all know there is a definite limit about which 
the retail prices of shoes cannot rise without restricting the 
number of pairs sold. Complaints are heard on every hand, 
because of the high prices of this season’s shoes, and yet we all 
know that next Spring’s prices for shoes now in the making will 
be even higher because the materials in those shoes cost the 
manufacturer correspondingly more. 


To Increase Demand by Reducing Price 


This is a matter, in the regulation of which we have to consider 
not only the interests of the retail shoe trade, but also the 
welfare of the American public. We, as an association, must do 
everything in our power to keep shoe prices at such levels that 
the average consumer will increase rather than curtail his 
purchases of footwear. Where necessary we must encourage 
the use of reliable materials other than leather, particularly 
in our fancy shoes. 


Turn to Other Materials Than Leather 


Inventive minds are busy already in the development of 
such materials; we have soles for our shoes, made of fibre and 
rubber combinations which easily outwear leather soles of 
equal cost. 

We have had since shoemaking began, fabrics for uppers that 
have been good looking, well fitting and serviceable. At the 
present time many beautiful and desirable things of this sort 
are being produced which will be shown you in the samples soon 
to be on the road. Study them with care. As these products 
mean a money saving, without lessening the wearing quality 
of the shoe it is our duty to the public to encourage the use in 
every way possible. 

You will soon find that your customers will back you in your 
effort to help them take care of their shoe costs in a sane and 
sensible manner. 
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Eastern Exemplars of Progress and Success 


ELMER D. GILDERSLEEVE 
Poughkeepsie, N. Y. 


Good Shoes From $4.00 to $10.00 


Ill advised and misleading statements have appeared in the 
daily press during the past few months giving the public the 
impression that the price of an average pair of shoes will soon 
be in the neighborhood of twenty dollars. I deplore such 
statements because of their grossly misleading nature. There 
will always be some fancy shoes and exceptional works of artistic 
shoemaking at such prices; there always have been so far back 
as I can remember. But the prices of good quality every day 
footwear are going to be kept within reasonable bounds, say 
$4.00 to $10.00 for a good wearing man’s or woman’s shoes, and 
we want the public to know it. We do not want them io feel 
that all the shoes are going to be twenty dollars. We do not 
want them to dig back through the closets, and get out shoes and 
go to the cobbler and pay two dollars and fifty cents for half- 
soles and heels. Now, by the way, friends, I believe, this would 
be a good proposition to raise the price of repairs to such an 
extent that they would be forced to buy a new pair of shoes. 
(Laughter). 


Not a Time For Exorbitant Profits 


The public should. understand that shoe merchants and 
manufacturers are not making exorbitant profits out of the 
present situation, for it is well known by those best posted that 
they have passed on to the consumer all their holdings, and 
have only advanced prices when the increased cost made it 
absolutely necessary. 


Protected from Fraudulent Advertising 


We are anxious that the public be protected from the opera- 
tions of individuals and firms who sell their wares through mis- 
leading and often fraudulent advertising methods and we will 
continue to advocate the enactment of a national law which 
will give us an effective weapon with which to fight these unfair 
practices. 

One fundamental principle of merchandising you have got to 
study—how to make a living, a fair profit on your investment 
without taking advantage of your customer, but you will never 
do it by imagining that the fellow around the corner can do 


F. E. BALLOU 
Providence, R. I. 


JOSEPH STRASBURGER 
Washington, D. C. 


business safely and surely and serve his customers, so well as 
you, by a cut-throat business. 

Since the organization’ of the N. S. R. A. your officers" have 
undertaken the task of educating the trade to obtain] better 
profit, and I am glad to report that substantial progress has been 
made in this direction. 

The persistent publicity we have given to the fundamental 
principles of conducting a successful retail shoe business is 
penetrating to every corner of the country, and is establishing 
higher business standards for the entire trade. 

Besides this, the get-together spirit became more and more 
prevalent. Shoe dealers began to compare notes with one 
another and realized the meaning of co-operative competition. 

The proposed new Constitution represents the concentrated 
thoughts of the brightest minds in our craft. It is one of the 
most important matters of business coming up before this 
convention and I hope you will find it worthy of your final ap- 
proval, because I believe it to be the very foundation of the 
‘‘Permanence, Unity, and Progress” of our association. 

In my previous annual reports I have recommended that a 
salaried Field Secretary should be employed—a man so equipped 
by personality, experience and energy, that he might ade- 
quately represent your association in the furtherance of its 
work. ‘ 

In writing this report I cannot help impressing upon every 
member present that the ideal of the N. S. R. A. and all of its 
constituent organizations should be to make our craft self- 
regulating and self-educating. 

I believe that the shoe trade and every other trade should 
be so organized that any inquiry into or intérference from any 
outside authority would be unnecessary. The education and 
the advancement of the retail shoe merchant should come 
from within our ranks—not from without. 

Trade Unity, the people’s interests, the country’s welfare, are 
the ideals toward which we are working. , 

The helpfulness of the Trade Papers—the publicity they have 
given our activities has done much to advance our educational 
work, and I bespeak for them and for all these activities, your 
indorsement and a vote of thanks from this convention. 
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My Life’s Work and Profession 


I have dreamed dreams for the trade and for every member 
in the trade. What is more—I have endeavored to keep these 
dreams before me as my ideals, regardless of personal interest. 

As a matter of fact, I have often fought to hold to them. 
In doing this I have never felt that I have done more than my 
duty to the trade which I had adopted as my profession and life 
work, but out of it has come a reward, wholly unlooked for, by 
developing in me a power that I perhaps would not have at- 
tained in any other way. 

Let us, men of our craft, in this generation, set up this motto 
as our ideal for the shoe trade. Let us live up to it; stick by it 
and transmit the shoe craft to those who will live after us. 
‘Greatly better and more beautiful than it was transmitted to 


” 


us. 


Association Work an Investment 
By E. D. GILDERSLEEVE, Treasurer 


I want to say that every one who has invested money in the 
work and in the service of the National Shoe Retailers’ As- 
sociation has received double benefits for the amount invested, 
and to any here who have not yet joined the association, let 
me say to you that you cannot possibly buy any stock in Wall 
Street or make any other investment that will pay you such 
interest or dividend as when it is invested in the National 
Association. (Applause.) 

But this is a day of promise for the National Association. 
We are going to have money and plenty of it. The status of 
the treasury is satisfactory, but in the year to come it must be 
doubled and trebled for effective work. 

A Report on Fire Insurance by W. W. Willson, of 
a most analytic sort was read and unanimously 
approved. 

A report of the legislative committee was then read 
by Jos. Strasburger, Washington, D. C., Chairman— 
same approved. 

At our Convention in New York City, a year ago, I stated 
there was nothing to fear from any National Legislation affecting 
our business, passing either House of Congress during the past 
session, on account of the many more important bills to be 
acted upon, and I can say the same for the present short session 
which ends March 4th, 1917. 

Your Committee is ever on the alert, watching any bills, that 
may be introduced in Congress, which might affect the shoe 
business. 





N.S.R.A. Convention Committee 


Retail Shoe Selling Group of the 
Cincinnati Chamber of Commerce 


Left to right, (bottom row)—Chas. H. 
Voller, Wm. Pfeffer, Edwin L. Franken, 
Geo. B. Renick, Chas. Hardebeck, G. R. 
Van Meter, A. F. Sloane, J. P. Orr, D. E. 
Hayman, H. Serkowich, B. H. Orr. 

Top Row, (in windows)—Jos. Pietzuch, 
H. C. McLaughlin, W. E. Ellison, H. R.: 
Rogers. 








A detailed report of the freight and transportation 
committee by Max Sommer, Chairman; was read and 
approved. 

Twelfth report of arbitration trade committee, 
by Alfred A. Kohn, Chairman: these paragraphs are 
most pertinent :— 

Mr. President and Brother Retailers: As your Representative 
on the Arbitration Trade Committee, better known. to us as’ 
the Board of Review, which consists of Mr. Sol Wile, Secretary 
of the National Boot and Shoe Manufacturers’ Association, 
Rochester, N. Y., Mr. John L. Hodgson of the firm of J. & T.., 
Cousins, Brooklyn, N. Y., and myself, I wish to report that 
during the past year that there were about twelve or fifteen 
cases requiring attention for arbitration. 

(I wish to call the attention of everyone who orders shoes 
to specify in writing with full details, exactly what is 
wanted in their original order, to either see that the 
salesman taking the order carefully writes down each 
detail or to write the order themselves, and by so doing, 
this contingency will be covered and will control the 
possibilities of error and avoid a recurrence of any similar 
controversy). 


The constitution was carefully considered, para- 
graph by paragraph and approved almost. “as is.” 


The most significant paragraphs of the constitution are: 


Article II—Membership 


Membership in this Association shall be as follows: 

A. Duly organized Shoe Retail Associations of recognized 
standing may become affiliated at a per capita cost of One 
Dollar ($1.00) per member. : 

B. Any individual, co-partnership, corporation or manager 
of a shoe department engaged in the selling of shoes at retail 
shall be eligible for membership on the payment of Five Dollars 
($5.00) annual dues. 

C. Sustaining members, by which is meant those individuals 
or firms who are interested in, and in sympathy with, the objects 
of this Association and willing to contribute to its support for 
the general betterment of the shoe business through the advance- 
ment of the retail shoe merchants. 

D. Associated memberships: There may be elected to asso- 
ciated membership upon the payment of Two Dollars ($2.00) 
annual dues, traveling salesmen, representing shoes, leather, 
rubber and shoe findings industries. 

E. All memberships shall be bestowed by a two-thirds vote 
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of the Board of Directors. Applications for membership shall 
be sent in writing to the Secretary. 

F. Only persons included in Sections A and B of this article 
shall be eligible to office in this Association. 

G. Honorary membership can be extended to prominent men 
on vote of convention. 


Article [V—Officers 


Section 1. The officers of the National Shoe Retailers’ Asso- 
ciation shall consist of a President, four (4) Vice-Presidents and 
a Secretary-Treasurer, to be elected by the Board of Directors 
from their number during the annual convention. Their term 
of office shall be for one year or until their successors are elected 
and qualified. 

Section 2. The appointive officer of this Association shall be 
the Field Secretary, who shall be appointed and whose salary 
shall be determined by the duly elected President, with the 
approval of the Board of Directors. 


Article I1I—Board of Directors 


The Board of Directors shall consist of fifteen (15) mem- 
bers, who shall be elected at the annual meeting of theAssocia- 
tion, by ballots of delegates present; at the meeting in 1917 
five (5) directors shall be elected for one (1) year, five (5) for 
two (2) years and five (5) for three (3) years, and thereafter 
five (5) shall be elected every year for a term of three (3) years. 


Article V—Advisory Board 


Section 1. The Advisory Board shall be composed of the 
Presidents of each state or group of states’ associations where 
same have been affiliated with this Association. Where there 
is no state association, but important local associations, the 
President of these local associations shall have the same standing 
that the Presidents of state or group of states’ associations enjoy, 
and shall be a member of the Advisory Board. 

Section 2. The Presidents of such associations above 
referred to shall, by virtue of their official positions, auto- 
matically become members of the Advisory Board of this 
Association and their membership on the Advisory Board 
shall terminate when their successors shall be elected and 
installed as Presidents of their respective state, group of states, 
or local association, as above qualified. 

Section 3. It shall be the duty of the Advisory Board to 
advise with the Officers and Directors of the Association upon 
the affairs of the Association whenever so requested by the 
President. The Advisory Board shall be entitled to take the 
initiative in calling matters of importance in the affairs of the 
Association to the attention of the Board of Directors. 


In opening the afternoon session the Chairman 
soon proceeded to appoint three members to the 
nominating committee. Frank P. Meyers, President 
of the Illinois Association, Otto Fischer, President of 
the Kansas Association, and M. W. Laird of Pitts- 
burgh. 

From the floor for the nomination of the other four 
members, the following men were selected. 

Harry McLaughlin of the Potter Shoe Company 
of Cincinnati. Roy E. Stevens of Ottumwa, Iowa. 
A. A. Lazarus, President Pennsylvania Shoe Re- 
tailers’ Association and George A. Pierce, Min- 


neapolis, Minn. 


W. M. Laird’s Report 


lam Mr. W. M. Laird of the W. M. Laird Shoe Company in 


Pittsburgh, and not as they have it here. 
As Chairman of the Nominating Committee I am authorized 
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to come before you and present the names of the new Board of 
Directors, as we have thrashed it out this afternoon. 

I beg to say that your committee has made up this list of 
names from a geographical standpoint, and they feel that they 
have made a wise and judicious selection—a selection that 
covers the entire United States, and one that we recommend 
to the Association, and we hope we haven’t. made any mistake, 
or that. there may be. exceptions. 


The same were elected and ready for you to tell 
them what to do. 


Leather and Materials from the 


Manufacturer’s Point of View 
By JOHN S. KENT, President National Retailers’ Association 


The fact that leather of all kinds is extremely scarce and high 
in price is well known, and as a result everything made from 
leather is more costly than for many years. We have grown 
accustomed to hear of hides and skins as a by-product and their 
real value has never been represented by the price they brought. 
Until within a very few years tanners produced staple lines of 
leather in large quantities and sold from accumulated stock of 
raw materials at prices that were regulated by strong com- 
petition and a limited number of large buyers. The manu- 
facturer first fixed the price of his product at retail; then the 
price that the retailers must pay him for the shoes, and finally, 
the price that he could afford to pay the tanner for the leather. 
It was a common practice twenty to thirty years ago for manu- 
facturers to arrange to sell a line of shoes to a wholesaler, only 
knowing in a very general way the price of materials and pro- 
duction; then go home and figure the exact cost, and, if neces- 
sary in order to get a profit, cut down wages or find some one 
who would sell him leather below the market, even if quality 
must suffer. Those were the days of the Buyer’s market, and, 
barring infrequent seasons since then, we have had conditions 
which placed the power of fixing prices for leather largely in the 
hands of the purchaser. 


A Change in Leather ‘*Tone’”’ 


Now all is changed; leather is in strong hands. The great 
tanning companies are so closely associated that uniform terms, 
grades and prices prevail, and the important factor in making 
prices and conditions of sale is now the seller and not the buyer. 
Just at present demand is so great and supply so limited that 
manufacturers have been thinking more of how to get the 
leather they need than what they pay forit. In order to protect 
his customers the manufacturer has been obliged to anticipate 
his wants and theirs, and unless this had been done in the past 
year, shoes would be selling at even higher prices than the present 
extreme figures. 


Popularity of Expensive Leathers 


It has always been true that when prices are high a demand 
comes strong for the most expensive things in a line and the 
present era of extravagance is no exception to this rule. Women 
have made popular the most expensive styles and the most 
expensive leathers, scorning the old fashions which furnished 
service, comfort and economy, and demanding beautiful, stylish 
and costly footwear, unmatched in any other country or period. 
In men’s shoes the tendency has not been so pronounced, but 
manufacturers have commented upon the unlooked for sale of 
quantities of their higher priced lines when it was thought that 
the cost would cause the great demand to come upon the cheaper 
goods in the line. 

The Great War Demand 


The reason why shoes are high in price is understood by the 
man in the street better than some of us think. Leather has 
always been scarce and high in war times. It enters into so 
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many articles necessary to the soldier, and the destruction and 
loss is so great. The cutting off of the supply of raw materials 
and the increase in cost of transportation and production make 
increased cost inevitable. 

I will not burden you with figures or statistics. I think at 
this time a general statement will be more interesting and il- 
luminating. Remember I am giving my own views, and it 
would be strange indeed if they correspond with what every 
other man sees in the situation. 


How Much Should ‘‘Public Invest”’ 


Too much has been said about shoes at $15 and $20 per pair. 
Such prices have been obtained, and in most instances the price 
was justified by the cost of material and manufacture plus the 
expense of retailing. Purchasers at such prices, however, are 
indulging in luxuries. There is no necessity for such an invest- 
ment in a single pair of shoes. 

Good footwear that will wear as long and look as well can 
even now be purchased for half the sums mentioned in any 
good retail store. and yet the public is getting the impression 
that it takes the week’s wages of an ordinary working man or 
working woman to buy a pair of shoes. 


No article of clothing has ever cost as little or been worth as 
much as shoes, and this has been a fact for years and is true 
today despite the increase in cost during the past few months. 


For many years it has been true that more leather has been 
produged than was demanded. Tanneries were run on half or 
three quarters time. Hides and skins were in plentiful supply; 
labor and tanning materials were cheap. 

Today all is changed. Many well informed men predict the 
time will come when it will be impossible to get some kinds of 
leather at any price. 

The operation of tanneries is today limited only by the supply 
of hides and skins. Tanning materials are costly; labor in 
tanneries is in such demand that fifty to one hundred per cent 
has been added to the workmen’s wages. Our own prosperity 
and the necessities of Europe have created such a market for 
leather and shoes that old standards of value have disappeared 
and buyers have been bidding against themselves in their anxiety 
to secure merchandise. ; 


The Aftermath of War 


Leather and articles made from leather have always soared in 


price as an aftermath of war, and the present condition is not 


unlooked for or unprecedented. 

Manufacturers have leather on hand for main requirements 
for present season, but for the season beginning in April or May 
very little leather is owned or contracted for by shoe manu- 
facturers except at very close to full market prices. 

The price of shoes has not been based upon replacement 
value of leather, but every manufacturer has given his cus- 
tomers the benefit of his foresight and courage in buying. 

What is our duty in the present emergency? We cannot con- 
trol the cost of hides and skins; neither can we by any sudden 
effort increase the number of animals that furnish the raw mater- 
ials. The sensible thing to do is to conserve the supply of 
leather by creating a demand for new materials for shoes. 
Leather has been used almost exclusively for footwear because 
nothing else was as cheap and good. Prehistoric man clothed 
himself in the pelts of animals, and while other parts of the 
body are now covered by fabrics, our feet remain incased in the 
skins of deceased animals just as was the style of Mother Eve 
and Father Adam. 


Shortening Supply of Leather 


It is reported on good authority that two of the largest sole 
leather tanners in the United States are buying South American 
Hides in the New York market at market prices, as fast as 
offered, the English Government also bidding for the same 
hides and have requisitioned all hides taken off by the South 
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American English packing houses and are also buying freely in 
the open market. 

The President of a very large tanning company,—running two 
tanneries in Michigan—when in New York two or three weeks 
ago had sold for him to the English Government, by a broker, 
5000 hides at 4114 cents that he bought a few weeks ago, to be 
shipped from South America on letter of credit, and for which 
he paid 3314 cents. 


When War Boots are Discarded 


If peace is declared there will be about fifteen million men 
to come out of the trenches and one of the first things they will 
do is to discard the heavy army boots and shoes. Then, of course 
they will need regulation civilian shoes which cannot be supplied 
in quantity by any of the warring countries. Immense ship- 
ments of leather and shoes will be sent into these countries to 
meet this demand and America must be drawn on heavily as we 
have the goods. 

It is said that Germany for a long while has had very little 
sole leather and that paper soles are being used in civilian shoes. 
A letter received in Boston by a son of a German shoe manu- 
facturer whose factory was taken over by the Government 
and has been making army shoes since the war started, states 
that the German people are cutting off the sleeves of old gar- 
ments,—tying up one end and using them for foot protection in 
place of shoes. It is quite evident that Germany is suffering 
for shoes as well as for many other commodities. 


Frantic Purchases of Belligerents 


Another report from good authority is that the German 
Government is trying jo buy hundreds of carloads of sole leather 
from neutral countries,—doing their utmost to do this, and 
will pay $1.00 a pound if they can be assured of getting the 
leather even after the close of the war. Information direct 
from Russia shows thet raw hide boot tops cut from skins, 
kips and side leathers are being used as they are unable to get 
the tanned leathers; their tanneries are running the limit but they 
are not able to supply the demand of their army, even with the 
quantities of leather that they are trying to buy outside. 

We know that sales of immense quantities of men’s and 
women’s shoes for Russia could be made if government regula- 
tions in that country could be modified and facilities of trans- 
portation could be obtained. 

England is taking large quantities of hides at top prices, also 
buying quantities of upper and sole leather. 

For two years or more after the war is over this country will 
have its hands full supplying these nations that have been at 
war, not only with leather and shoes, but also with other com- 
modities, as it will be a long time before they will be in condition 
to turn out enough goods for their own needs. 


Cover on Leather for Shoes 


Most of the shoe manufacturers are sold up to April and 
May and could take orders from the shoe jobbers and retailers 
for shoes for delivery after June if they will only accept them. 
The only safe course for the manufacturer is to cover on leather 
for every pair of shoes he sells; if he sells short he is likely to 
lose big money; then, again, if he takes orders, covers on his 
leather and the market drops off, he will have to sell his shoes 
over again in many instances, as the tanner will expect him to 
take the leather that he has contracted for. 

It is difficult for the tanner or the shoe manufacturer to 
determine just what to do. He hesitates to speculate on the 
market, but he must go ahead and run his factory full in order 
to keep down expenses. The shoe manufacturer has a hard 
proposition before him and it seems absolutely necessary in 
this crisis for the tanner and the shoe manufacturer and the 
distributor of shoes to get closer together than ever before. 
Whatever is for the interest of one is for the interest of the- 
other, and back of it all is the interest of the millions whose 
feet must be shod with American shoes. 
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Even Still Higher Leather Prices 


Retailers and wholesalers should keep in touch with manu- 
facturers, putting before them matters as they get them and 
expressing their views, and in return, getting the situation as it 
looks from a different angle. 

As long as the large tanning interests continue buying hides 
at today’s prices, it looks as if they expected much higher prices 
for sole leather. Certainly the prices they are paying will 
make necessary a price of almost a dollar a pound for Union sole 
leather. 

Tanners of calfskins continue-in the market right along, and 
while some calfskins have been purchased at less than previous 
prices, it must be understood that these skins are not like the 
Summer skins and the market price has always been less. They 
are long haired and long hair holds a lot of water, salt and sand, 
all of which makes weight. A 5-7 pound calfskin will average 
six pounds. Such skims as have been referred to, with long hair 
and extra weight that this hair contains, would probably weigh 
71% to 8 pounds and as a 7-9 pound skin is sold at considerably 
more price than the 5-7, it sems easy to see lower value in a Win- 
ter skin. Besides this, the Winter long haired skin does not 
yield within half a foot of as much leather as does the Summer 
skin, and being coarser, does not sort up the better grades of 
leather that are obtained from Summer skins. 

There seems to be a thousand and one reasons why the price 
of leather should be maintained or even go higher. 


The Use of Leather Alternates 

Leather is not necessary for all the purposes for which it has 
been used in footwear. Other materials are suitable for service 
and appearance, but use must be popularized. 

Create styles that will demand cloth for tops, cotton for 
vamps, felt for innersoles and welts and compounds of rubber 
and fibre for soles and heels. Use any material in place of 
leather in shoes that will not sacrifice wearing qualities. 


The Way Out of Difficulty 

Fibre soles and heels will outwear sole leather and this has been 
proved in many tests. They are waterproof, flexible and 
comfortable. Shoes made of cotton are well adapted for Sum- 
mer wear and the volume of business in such material should 
be largely increased. 

The use of cloth for tops will cut down the use of leather 
for uppers nearly 40 per cent in every pair, and the use of 
dress and street shoes with cloth tops can be made popular 
if retailers, wholesalers and manufacturers get together 
and make the effort. 

Instead of depending upon a restricted and uncertain supply 
of material for footwear, we can enlarge and add to markets 
from which our raw stock comes. We can draw from the great 
rubber plantations of the East as well as the forests of South 
America and Mexico; from the cotton fields of the South and the 
wool supply of the world. We should cast aside the prejudice 
that exists against innovation and demand progress in shoe 
materials and construction. We should offer premiums to in- 
ventive genius for uses of materials not now employed, for 
processes of manufacture not now developed and for economy 
of production and distribution that will make for efficiency in 
manufacturing and retailing. 


Use Fabrics in Proper Places 

Necessity is the mother of invention and the father of 
economy. Modern progress has been hampered by 
tradition. We have continued making shoes of leather 
because shoes have always been made of leather. 

For some purposes leather is superior to anything else 
for shoes, but not for all purposes. Use fabrics and fibre 
in their proper places and use only the best quality. 
Don’t simply try to make them fill a place in cheap shoes. 
Design patterns and styles that will make them popular in high- 
class footwear. 
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Our effort should be to reduce the use of leather twenty-five to 
fifty per cent and not one hundred per cent. Educate the 
public to know the value of fibres and fabrics and prove your 
own faith by wearing as well as selling and manufacturing 
shoes with these materials as a part of their construction. 

We can take the public into our confidence and invite co- 
operation in this movement for better footwear and to make 
possible lower prices. It is not an attempt to increase profit, but 
to stableize our industry and in the interests of the people we 
serve. 

Novelty Shoes as Luxuries 


Let those who choose to regard footwear as a luxury demand the 
most exclusive and highest priced materials in.their shoes and 
let them pay the price. They are in the same class with limousine 
owners, opera patrons, tourists and metropolitan sight seers. 
Shoes can be made works of art if there is a demand for such 
luxuries. 

The great American public, the men and women and children 
that comprise the vast majority of our population, want com- 
fortable, sensible, attractive and honest footwear at prices that 
are fair to wearer, retailer and manufacturer. 


Tell "Em “Buy Black”’ | 


It is not for the best interests of the shoe business that wearers 
of shoes are induced to buy the most expensive leathers or styles. 
Retailers can advise customers to purchase black shoes instead 
of colored, regular instead of extreme heights, for economy; 
fibre soles and heels; cloth tops or anything that will give service 
and attractive appearance and not increase cost. Let those who 
insist upon art and exclusiveness in footwear have what they are 
willing to pay for, but help the average man and woman to 
economize; not by wearing cheaper, coarser shoes, for that 
diminishes self respect, but shoes made of good materials, good 
style and good workmanship. with extravagance in, leather or 
patterns eliminated. Good men’s and women’s;shoes can be 
retailed at $5 to $10 per pair. Exclusive designs and leathers 
may easily cost enough to command a price of twice as much. 
Let the public understand this. 

Shoe retailers and shoe wearers must get away from the old 
standards of value in shoes. It will"be years before footwear 
will be as cheap as in the years preceding 1915. I doubt if we 
shall see the time when so much intrinsic merit in leather shoes 
can be retailed at what has been called popular prices. 


New Standards of Value 


We must establish new standards of value for footwear and 
make quality count rather than price. 

A year ago we knew that leather would be in limited supply 
and higher in price. Today we are not sure of a supply at any 
price. Leather has been used almost exclusively in shoes 
because nothing else was as cheap and good. Today other 
materials are cheaper and in some respects better. 

Leather will never be entirely replaced because for some 
purposes it is superior to anything else used in shoes. We can’t 
increase the supply of skins and hides in the world, but we can 
create a demand for new: materials for footwear and thus relieve 
what threatens to be a most critical market condition. There 
is nothing like leather, but there are other things that will serve 
many purposes for which leather has been used. 


Glazed Kid---Its Making and 
Marketing 


By C. F. C. STOUT of John R. Evans & Co., Philadelphia 


In undertaking to talk about glazed kid to the National 
Shoe Retailers’ Association, the greatest embarrassment that 
my mind has felt has been to settle from what standpoint I 
could make my argument or appeal. ; 

I am not going to argue from the standpoint of selfish bias. 
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OF § 
From my earliest association with the shoe and leather indus- 
try, that which has impressed itself above everything else on 
my mind has been the utter lack of system, whereby the thought 
of the shoe merchant, has not been directed toward a better 
knowledge of the whole industry in acquainting itself with the 
possibilities and the limitations of our products. ; 

In the past, it seemed to me that when a shoe manufacturer 
called his group of salesmen home for a conference in regard to a 
new season’s work, that these gentlemen (who represent a branch 
of the business-that ,deserves, our greatest consideration and 
also credit forthe, ability which they show), have set above to 
evolve styles, partly from their contact with you, and partly 
created out of their own minds, with but little consideration of 
the fundamental facts. and conditions of the leather business, 
with the result that these lines were apt.to reflect. almost any- 
thing, whether it could be procured in the quantity. required 
or not, or whether it would annihilate the kid industry and 
boom the calf industry, or whether it would kill the calf and 
boom the kid, or whéther it would try to boom both and kill 
cloth: and, if it had not been for the exhaustive influences of the 
present war, which has brought both the leather and shoe 
manufacturer, the shoe jobber and retailer up with a round turn, 
telling us, by increasing price, the relative limitations of this 
and that, this condition would probably have gone on indefinitely. 


Organizations Should Co-operate 


In order that the public should get the full benefit of economies, 
the facts must be diligently sought and made practical use of, 
and this can only be accomplished by organization, co-operation 
and co-ordination. 

It is time that all petty jealousies and misunderstand- 
ings should be done away with once and for all, and the 
leather, manufacturing and retail organizations co- 
operate to the end that you gentlemen, who really repre- 
sent the public, will have the means by which you can get 
facts. This first suggestion suggests another, and that 
is, that there should be a council formed of representa- 
tives from these various organizations, and that council 
would have the means of knowing the possibilities and 
limitations of the shoe and leather business. That coun- 
cil should be comprised of the biggest men in each branch, 
and it might be well for me to say here that the one thing 
this council must not dois to attempt to talk or fix prices. 
That council would also be a very potent and influential 
factor in regard to styles that were to be made up and 
pushed, not only in regard to the character of the upper, 
but it seems to me that it might also settle on some style 
of last for the low and medium grades that would not be 
subjected to everlasting change, and great loss to the shoe 
manufacturer. I donot know how much wood the public 
pays for unnecessarily, but it seems a tremendous amount. 

You will understand these last two suggestions apply to the 
cheap and medium grades of shoes; the higher priced shoes 
can well afford all these extravagances, and many more, because 
they are made for people of fashion who want something dif- 
ferent, and they demand an ever-changing style. I understand 
the cheaper shoes copy the more expensive ones, but I should 
think a modified style that would serve four seasons instead of 
one, would be ample for the poorer people. 


The Glazed Kid Situation 

Before the war the demand for glazed kid in this country was 
absolutely indifferent, and the only grades they wanted in any 
quantity were at prices that averaged below what it cost to 
buy the skins in foreign markets in competition with German, 
French and English competitors, and manufactured them into 
leather. There was no sound reason for this except as we can 
figure it out from what I have previously said in the way sam- 
ples were designed. In other parts of the world, and especially in 


Paris, Vienna and London, which were the acknowledged centers 
of all fashion, glazed and colored kids were the prime factor in 
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making high grade women’s and misses’ shoes. The demand for 
glazed kid in this country at:that time was so indifferent that it” 
brought the production down to not over eight to nine thousand 


_, dozen per day, and the industry itself to a point where it was a 


grave question (together with the loss of .a protective: tariff), 
Of course, when 
war was declared, everything was.changed. Ninety per cent 
of the kid skins that are manufactured into leather, come from 
outside of the United States. Our supply from Austria, Ger- 
many, Russia and the interior Balkan States, was immediately 
cut off. It might be well to state here that practically fifty per 
cent of the calfskin supply of the United States was also cut off 
at this time, and out of about forty million of the calfskin supply, 
twenty million were made unavailable. Russia and France have 


. put an absolute embargo on all leather raw stock, and England 


a conditional embargo in order to conserve that which she 
requires for war purposes, and also that which she permits to be 
exported to the United States shall come under: contract in 
such form as it will not reach any country which is at war with 
her or her allies. 

The Mexican supply has been tremendously curtailed on 
account of the successive revolutions which have occurred 
there. China and South America have remained unhampered 
by embargoes, but have been subjected to high freight rates, 
and on account of the small percentage of the whole which 
they represent, they have quickly responded to the world 
market. 

Meeting War Conditions 


When we were getting our bearings after war was declared 
the glazed kid manufacturer was negotiating for raw material 
in India, Africa, South Africa, China and South America on 
contracts with no chance of release, if things went badly with 
him, and obligating himself with skins that he could not get to the 
United States and have finished into leather inside of six to nine 
months. Every day during that period he was meeting new 
conditions, which sometimes seemed unsurmountable. But, 
he went straight ahead, and, after he had his leather finished, 
all he did was to ask a normal profit on what would be replace- 
ment value. The fact that the Central Powers were taken 
out of the raw material market, for the first six months or year, 
enabled the kid manufacturer to get his supply without material- 
ly advancing the price. Most of the advance over that period 
was caused by increased freight and war insurance rates, and 
general war conditions. As the months and years of conflict 
have worn on, the United States has been called upon for many 
things, and included in these is an increased demand for leather 
and shoes for war purposes, but statistics will show, how- 
ever, that the kid manufacturer has not exported very 
much more kid than he did before the war. He has, 
however, in order to meet the demand at home, increased 
his importation of raw material to the extent that the 
output of this article in the United States has reached 
about sixteen thousand dozens daily, of which about one- 
third has been exported. Out of the production of the 
past year, there was at least one hundred and fifty million 
square feet of leather that was sold in the United States, 
and has gone into between fifty and sixty million pairs of 
shoes of various kinds—men’s, women’s, children’s and 
infants’. 

Acute Situation Develops 


The conditions that brought about the rise in the price of raw 
material, caused by the exhaustion and regulations of the war, 
and the large demand for leathers, was first felt in the Spring of 
1916, when the price of kid leather began to rise; but the real 
acute situation was not brought about until the Fall of 1916, 
when the China market opened. It was then seen that the loss 
of supplies from so many countries, that had been absolutely 
cut off either by war itself or embargoes, and that the extra 
supplies that Germany would have used had been exhausted, 
that China and India were going to be cockpits of keenest 
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competitive buying that has ever been noted in the history of 
this business. 

I have tried to give you a truthful history of what has hap- 
pened since the war began, and draw a picture of a man in the 
kid business, a man that has been maligned in every way possible, 
but most of which criticism, I wish to say, has been ‘the idle 
vaporings of men who have been ill informed, or prejudiced 
from some selfish motive. 


Where Profits Come In 


The glazed kid manufacturer has been powerless, in the face of 
economic conditions, to control prices, but he is just as much con- 
cerned about them going too high as is any part of this industry, 
and I know that he shall do everything that lies in his power to 
prevent them seeking highcr levels. It has been his policy 
as near as possible to have the selling price of glazed kid 
represent a profit on replacement value, including all the 
uncertain charges of war traffic. The application of this 
principle in business has shown the leather manufacturer an 
abnormal profit on raw material purchased at low figures, but 
he is at all times obligated for six to nine months at the high 
figures on which his selling price would only show him a fair 
profit, and on which contracts there would be a great loss in the 
event of a recession in value. I consider that every good business 
man, whether he be a merchant, shoe manufacturer, or leather 
man, should fix the selling price so as to give him a normal profit 
on top of his replacement value. No man could hope to remain 
in business very long with the ebbs and tides of values, unless he 
applied this principle. - 

An Argument for Kid 


I have it brought to my attention practically every week, that 
there will be a propaganda out to “knock kid,” and substitute 
cloth. I am here today to praise kid, and not to “knock cloth’; 
but I do not wish to let this opportunity go by without knocking 
the spirit that is expressed in that expression “knocking kid.” 
There has never been a leather manufactured that has been so 
fine, so beautiful and so adaptable for making the highest class of 
shoes, as glazed, colored and mat kids. No shoemaker works 
anything with more satisfaction and less trouble; no retailer 
sells a pair of shoes that gives better satisfaction for wear or 
fits the ankle, or makes a more handsome or more serviceable 
article to trade in, than this superlative leather. I consider it 
worthy of the highest regard from every one that has anything 
to do with it, including the consumer. Its price today is not out 
of proportion to other leathers; sheepskins that used to sell from 
7 to 12 cents, are now bringing 15 to 30 cents; side leather that 
used to sell from 14 to 20 cents, now sells for 35 to 55 cents; 
calfskins are selling from 65 cents to a dollar, and black kid that 
used to sell from 12 to 35 cents, is today bringing from 30 to 75 
cents, and colored kid that used to sell from 16 to 45 cents, today 
is 75 cents to $1.25. 

How to Keep Salesmen 


It does not take any stretch of the imagination to see that 
there is represented in a pair of kid shoes, infinitely more value 
for the prices that are being asked, even today,.than there’ is in 
practically any other necessity of raiment, and in the economic 
exhaustion that is at hand, the people can afford to appropriate 
a larger percentage of their incomes for shoes. I think it would 
be well for this organization to take up these thoughts that I 
have made to you today, put them in whatever language you see 
fit, but print them in pamphlet form and see to it that your sales 
people read them and get some intimate knowledge of the mer- 
chandise they are every day handling and selling to the public, 
and of which, as far as I have been able to find out, they are in 
almost utter ignorance. For example: A fashionable shoe shop 
in one of our large eastern cities, informed a half dozen of its 
lady patrons that patent leather was made in France, and 
since the war, it was inprocurable, and stocks had run out. 


Of course when these ladies, who were friends of mine, told me 
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of it, I knew what the sales woman had in mind,—the old- 
fashioned bark tanned calfskin, finished on the flesh, and of 
which there were three large makers, all of which leather came 
from Germany. What she did not know was, that these Ger- 
man manufacturers several years before the war, had sent their 
tanners over here to learn how to tan horse, calf and sides into 
chrome leather, and finish them into patent leather on the 
grain, and which leathers were fast superseding the old bark, 
because they were more,comfortable, more beautiful and gave 
better satisfaction, and the very time these sales people were 
enlightening their trade about there being no patent leather, the 
manufacturer of this leather in this country was sending his 
merchandise to England, France, Italy and South America for 
their finest shoes. It is needless for me to say that I had shoes 
made for these ladies, and they are wearing them today, and they 
tell me, with the greatest satisfaction, they have ever had out 
of a patent leather shoe. 


Keep Head Cool and Stocks Normal 


My advice is for the merchant not to become unduly excited 
over conditions and values, but to keep only his normal stock, 
asking such prices as will give him a profit on top of what his 
shoe manufacturer tells him will be his replacement value; for 
the shoe manufacturer to repose this same confidence in the 
leather manufacturer, and to follow the same policy, then, 
when the time comes for a recession in price, no part of this great 
industry will be handicapped by any financial embarrassment. 
Above all, do not disregard the great reputation that kid leathers 
have made for themselves in the satisfaction that they have 
given everybody in their making, handling and wear, in their 
comfort, and in their beauty of fit, bearing in mind also that 
nature has ordained that these skins shall be multiplied more 
rapidly than any other, that go into leather, and that the source 
of supply over a period of years, is thereby more firmly secured. 


Children’s Shoes and Market 


Problems 


BY HOLLIS B. SCATES, Manager Shoe Division, Wm. Filene’s 
Sons Co., Boston 


Mr. Vail, the head of our great telephone systems, recently 
set forth in a magazine article his views on the qualities that 
make for success, and while he enlarged on many qualities, the 
thing that struck me forcibly was the fact that of all the elements 
that seem to him most responsible for getting on, is plain “‘com- 
mon sense.”’ And he said that mediocre ability was as often a 
lack of this same “common sense.” 

The great war has caused such gigantic changes in economic 
events that we today are in no position to forecast just what will 
happen when peace is declared. It is therefore futile for me or 
for any of us to’go very far in prophesying with any certainty 
as to what will happen in the remote future. But I believe 
we can safely apply all the common sense we are possessed of 
to our problems, weigh the facts without prejudice, be as gener- 
ous as we may with those who in their self-interests hold dif- 
ferent beliefs, and be a little selfish in our own interests. 


Why the Leather Shortage? 


Here are the facts as I see them. Leather is scarce in the 
sense that every one can’t get what they want when they want 
it. But is leather in a general sense scarce when we know of 
hundreds of instances where manufacturers have enough leather 
bought and stored, or on order, to last them for months? 

Leather is high. But it is my belief that leather is higher 
than it should be, because of a stampede in buying, because it 
was a seller’s market, and the freer the buying the higher it 
went. And such unprecedented buying of leather here in 
America and by foreign buyers, temporarily caused a real 
shortage of supply. 
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As to how far this real shortage of skins and hides exists, I 


don’t know, and try as I can, I can’t find out. But it is my 


belief that supply and demand have always and will always 
finally determine the price of any commodity. Therefore, the 
question of the true value of hides and leather I believe we 
can safely leave for future events to determine, with the one 
consolation that we’ are all in the same boat. 


Seven Hundred Millions Tied Up 


We sell in America roughly, $1,200,000,000 in shoes at retail 
in a year. We know that we do not on the whole turn our 
stocks quite three times. Therefore, there are always $400,- 
000,000 in shoes on retail shelves, and there are always $300,- 
000,000 more shoes in jobbing houses, factory in-stock depart- 
ments, and in process of making. That is, a total of $700,- 
000,000 always nearly ready for the consumer. And we have 
been selling this $700,000,000 for the last six or eight months, 
and replenishing stocks at slight advances, and as time went on, 
more advance in price. 

Now then, it is a fact that the consumer has hardly yet paid 
any appreciable advance in the cost of their shoes, compared 
to what they must pay for the same shoes if made up of leather 
bought subsequent to December Ist. Please bear in mind that 
I am now speaking of the kind of shoes that really form the 
back-bone of our business, every day sort of shoes for men, 
women, misses, children, boys and youths. 

It is true that an immense amount in the aggregate have 
been sold in women’s shoes at $8,00, $9.00, $10.00, $12.00 and 
a few even higher, but compared to our total sales, this is a 
smaller amount than we imagine. 


Two Problems Pithily Stated 


I greatly fear that the vogue in women’s novelty boots, and 
the ease with which we have sold them at high prices, has 
blinded some of us to true facts, and that we have underestimated 
the great general public’s ability and willingness to pay 50 per 
cent to 100 per cent more for their shoes. 

It would probably be very interesting if we could take 
a poll of all the merchants who have increased their 
business in dollars and cents, and find out exactly their 
total of pairs sold each month compared to past years. 
I hold that any retailers who have sole LESS pairs per 
month, are going behind and losing customers. I don’t 
believe you can figure it any other way. 

Therefore, I hold that our selfish interests as merchants must 
force us to work determinedly to accomplish two results. 

We must not be stampeded into buying shoes so low in price 
as to bring quality to such a low point that it is business suicide 
to sell them. We must more than look to the quality of our 
merchandise. We must work very hard to get our cus- 
tomers to pay us enough to insure quality, in their own 
interests as well as our own. That I think, should be 
the watchword of shoe merchants—*‘ We will not sell shoes 
of a quality that will not hold our customers and build our 
business.”’ 

And our next job is the intelligent consideration and 
use of materials as substitutes for leather, that will help 
hold down the price of shoes by decreasing the use of more 
expensive leathers. 


Kid Versus Cloth Tops 


I have no quarrel with any tanner or leather man, but if leather 
is as scarce as they claim, surely they can have no objection to 
our honest endeavor to relieve the consumption of leather, and 
work at the same time for the true interests of the people, from 
whom we get our living—the consumers of footwear. 

I will cheerfully buy all the colored kid boots I think I can 
sell at $10.00 and $12.00 and no more. If I have customers 
who want them, I owe it to them to supply their wants. But if 
any maker of colored kid. ages tgo far in full page advertisements, 
trying to prevent me from selling my mass of customers cloth 
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top boots at $4.00, $5.00, $6.00 and $8.00, I may decide to tell 
my customers that I think they are foolish to pay $10.00 and 
$12.00 for colored kid boots. And I know that most of you are 
with me. 

All that I have said means that I do not believe that the 
country will absorb $1,200,000,000 worth of shoes at the top 
prices of the market. 

When the time comes that we reach the point where all we 
have to offer are shoes made of leather at present prices, I 
expect fully to see the buying of shoes drop 25 per cent, thirty 
per cent, 40 per cent—I don’t know where it would stop. 

I KNOW that already my own repair shop is doubling its sales 
on jobs that come to us without any solicitation, and that this 
is generally true. I believe that closets would be ransacked 
for old shoes to fix up, that people would get the last day’s wear 
out of their shoes, and all this would count heavily in our net 


sales. 
How Prices Will Drop 


In the nature of things, the dropping of prices, based on lack 
of demand, must START at the source. When the public be- 
gins to slacken in their buying, we in turn will slacken our 
buying. Slack factories means less buying of leather, in turn 
meaning less tanning of leather and a lessening demand for 
hides and skins. And thus it is plainly conceivable that it is 
possible for us as retailers to own or be liable for $400,000,000 
to $700,000,000 worth of shoes at higher prices than we can 
buy them for on a falling market. And it doesn’t need much 
imagination to see what would happen to us when that con- 
dition arrives. If the past can be used as a guide, you can 
safely assume that the leather man, the manufacturer of shoes, 
the last maker, the pattern maker, all together are going to do 
their best to get out something so radically new as to force us to 
keep on buying—something new. 

So in summing up the general situation, my conclusion 
is that it was a perfectly safe gamble to buy shoes freely 
up to the first of December. I believe the market reached 
its speculative danger point at that time and that shoes 
are a very dangerous commodity to gamble in heavily. 
My best advice to brother merchants is from now on to 
keep your ear to the ground, watch your stock carefully 
and keep it within safe bounds, and buy very, very care- 
fully from week to week and gradually REDUCE YOUR 
STOCK. Bring pressure to bear on your sales force 
to clean up ends of lines and sell what you HAVE. In 
buying, pay a lot of attention to details that will keep 
the price of your shoes down and the qaulity up. Advo- 
cate fearlessly cloth top shoes, canvas shoes, and fibre 
soles in place of leather. 

Much has been said about “stopping our buying altogether 
and breaking the market.” Nothing could be more senseless 
than that. We might break the market, but we would break 
too many manufacturers and break the hearts of our shoe- 
makers and their families. And surely our community of in- 
terest is great enough so that it is far more sensible to exercise 
caution and effect a gradual resumption back to normal than 
to attempt a violent readjustment. And I believe firmly that a 
gradual reduction of stock, a weekly buying plan, will eventually 
result in a steadier business for every branch of our trade. 


Advice On Children’s Shoes 


Practically all that I have said applies to children’s shoes, of 
which I was asked to speak of particularly. I am advising my 
customers to buy children’s black shoes because they will look 
better longer and probably therefore can be worn longer. I 
am advising customers to buy so called elk tan or veal uppers, 
instead of tan calf for school wear. In fact, I am urging them 
to buy so-called play shoes rather than shoes of fine finish. I 
am buying fibre sole shoes for children, and I tell mothers they 
will wear longer, are wet proof, do not scar furniture and floors 

(Continued on page 40h) 
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Novel Window Ideas Featured Weekly 


Presenting a service to ‘“‘Recorder’’ readers supple- 


menting every other feature of merchandising helps 
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Well-designed windows are one of your biggest sales 
helps. The time has arrived when only extreme sim- 
plicity or a novel and effective arrangement is regarded 
as desirable in shoe window displays; and extreme 
skmphicity—merely showing a few shoes placed on the 
floor of a window against a thirty-inch plain wainscot 
background, and no display stands or units—is favored 
only by a few of the conservative stores in the big 
cities who cater to an exclusive clientele and whose style 
leaders in stock are not usually displayed to the gen- 
eral public’s—and couaneiinend-<adiant gaze. 

Mediocrity in shoe windows is a thing of the past. 
Therefore, in your desire for real effectiveness, con- 
sider Number One, designed to create the effect of a 
studio interior—surely an appropriate background for 
the examples of shoe art now being offered not only in 
women’s but in men’s lines also. 

To instal this trim, which is not at all expensive, 
build a very light wood framework, stiffened with a 
couple of light iron rods on the back if necessary to 
prevent buckling, and paste on the back, over the 
open squares, sheets of white tissue, or cover the back 
of the frame with cheap China silk, or even cheese- 
cloth, if lights are not to be used behind it for night 
display. ; 

Across the back of the window build up a window 
seat as shown, about twenty inches high and fifteen 
inches wide. Aboyt.twelve inches above this put a 
window sill, and on the back of the sill set the bottom 
of the large framework, with the top resting just above 
the top of ‘the front glass of the window. Any treat- 
ment of the side wall of the window, either left as it is 
. with one or two pictures hung to enhance the studio 
effect. 


When this has been done, place an easel 
(bought or built locally of fiber or composi- 
tion board) about as y Fad with something 
on the ‘‘canvas,”’ perhaps along the lines sug- 
gested. With the addition of a chair, a tabou- 
ret and a shoe display arranged as shown, a 
window of unusual effectiveness will have 
been secured at very reasonable expense. 

As a contrast to this window, Number Two 


shows an exterior effect for a background, 
with a revolving door as its feature, and this 
is particularly effective in a window possess- 
ing (or about to possess) a turntable display 
unit, although it can be used without it if the 
element of motion is not regarded as éssential. 

The background and steps are made of 
fiber or composition board sheets over a light 
wood frame. On the turntable place four 
covered frames at right angles to simulate the 
usual revolving door, and in each angle place 
a shoe display as indicated.. The shoe dis- 
play in the foreground can then be arranged 
on the floor, steps and your regular display 
units, while the panels in the revolving doors 
offer excellent opportunities for show card 
work. 

In addition to the weekly window feature 
every department of the ‘Recorder’’ offers 
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merchan ising helps, supplemented with 
suggestions to) me nts who write the ‘“Re- 
corder” on their special store problems. 
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With Show Card Designs and Helps 


Opening up a new field of ‘ideas for Show Card 


men, with helps 
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SHOW CARD 


Designing is a real show card prob- 
lem—quite as much as the wording and 
the alphabets. Illustration, balance, 
variations in the alphabets, and deco- 
ration all come under this head, and 
this week’s examples demonstrate points 
worth bearing in mind. 

Consider Number One. Having taken 
the theme from an idea suggested in a 
newspaper, and worked out a wording 
that is rhythmic as well as appropri- 
ate to a topic of today, there then re- 
mained the effective treatment of the 
material, and showcard men who. chal- 
lenge its effectiveness are invited to 
submit other suggestions and _treat- 
ments, for ideas kept “‘under a bushel’ 
are of little value to the craft. 

This card was executed on gray stock, 
with the illustration pasted down, the 


lettering, shading and border done}in white and the decora- 


tion in tint. 


Numbers Two and Three are good examples of the avail- 
ability of advertising when selected with regard to its 
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Number One 


DESIGNING 


eral magazines. Number Two is a 
card the actual size of a “Recorder” 
type page, gray stock, with the cut- 
out illustrations pasted close to the left 
and lower edges. On the sun dial a 
shoe illustration is pasted over the usual 
marker, and the remaining space on 
the card lettered in black as shown, 
with tint shading and decoration. 
The style of lettering in the head 
is new, and a complete alphabet will 
shortly be presented, with further ad- 
vanced instructions on the making of 
show cards. 

In Number Three clippings are again 
put to good use, and the problem of ar- 
rangement to secure balance has been 
solved. This was made up of a light 
gray quarter sheet card, with the clip- 
pings pasted down. Tint decora- 


tion was then placed around the oval illustration, the 


shoes were shaded on the card in tint, and lines were 


appropriateness either from the “‘Recorder’ or the gen- card. 
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A COMPETITION 


The work of show card men 
shown in the ‘‘Recorder’’ in 
the past has helped them 
achieve'success. In order that 
the best of the current work 
in shoe stores everywhere may 
be brought to light, the ‘‘Re- 
corder’’ plans a regular ex- 
hibit of notable show card 
work. To this end, card writ- 
ers are invited to submit two 
of 'the best examples of their 
work, under conditions that 
the ‘‘Recorder’”’ will outline. 
Incidentally, there will be 
‘“*something in it,’? for pro- 
ducers of any cards of real 
merit who will write for par- 
ticulars to the Show Card 
Editor. 


drawn from the lady’s hands to each shoe. 


of the lettering and a tint edge border completed the 
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like leather soles, are noiseless in school and home, and I expect 
in a few seasons to see fibre soles universally used on all juvenile 
shoes. I am pushing canvas instead of buck with intelligent 
selling talk back of it, and I am buying children’s novelty 
shoes with cloth tops instead of leather. I am instructing my 
sales force to frankly admit that children’s shoes are high, that 
they will be much higher and it is our real desire to advise them 
how to get the most for their money through intelligent buying, 
and they are responding readily to our sympathy with them in 
their high cost of living troubles. 

This is a time when we need to be courageous, to be keenly 
sensitive of our obligations to our patrons, to be fully aware of 
the dangers we face in the future, and to prepare ourselves for 
anything that may happen. 

To that end, I urge all shoe merchants to court the good will 
of both their manufacturers and customers, and avoid that 
senseless greed for gouging that is so evident in some quarters of 
our industry, and remember that he who serves best will last 
longest. 


Failures and Their Causes 
By F. E. BALLOU, Providence, R. I. 


Failure comes quite often, not because there is any reason to 
fail, but because of doubt on the part of individuals that they 
can succeed. Thus men are beaten before they start, and it 
really resolves itself into a mathematical proposition, and a lack 
of knowledge of the business in which one is engaged. It is 
hardly necessary for me to explain to this assemblage of suc- 
cessful merchants, that detail is a great factor in the success of 
any retail shoe business. One must be familiar with what he is 
doing from day to day, week to week, month to month, and year 
to year, not only amount of sales, but stock on hand, depart- 
mentized, so that it is not necessary even to take an inventory. 
For example in our stock taking last September, we were within 
one hundred and twenty-six dollars ($126), of what our books 
showed, and this was to the good. The careful figuring of 
profits, and the amount of stock that one has on hand by depart- 
ments, enables the twentieth century merchant to know right 
where he is at all the time. 


What System Will Show 


I have a transcript of my business before me at the end of each 
month, showing exactly what my profits or losses are, showing 
the amount of goods we have sold in each department. whether 
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they are more or less than last year, the percentage of profit on 
each department, the amount of goods on hand in comparison 
with last year so that one may be thoroughly familiar with his 
true standing at any period. It is possible for one to know 
his actual gross profits for the month, providing his business is 
systematized, and he figures his profits daily, not only to see 
whether he is making a good gross profit, but to compare with 
last year’s business for the same month. 

I am able to ask my bookkeeper to give me a statement of 
my business affairs on any day in the year, to see whether we 
are over or under-insured, by departments or as a whole. I 
think that most shoe merchants throughout the United States 
have a new vision of merchandising, and that where they used 
to sell way below a normal profit, they are now receiving profits 
commensurate with the amount of investment and energy re- 
quired to carry on the business; because if we do not get good 
profits that are equal to our expense with a margin to the 
good, we would be unable to take care of the upkeep of 
our plant, and thereby express to the public, in a very 
tangible way that we were on the decline. The public is 
willing to pay for service and by the way, service and good mer- 
chandise with proper management cannot fail. 


The Right Kind of Salesmen 


It behooves every one of us to keep in close touch with 
every detail of our business from start to finish, and select 
good people to do things for us, because the man that 
tries to do everything will sooner or later become a phys- 
ical wreck, and will not be able to cope with the in- 
creasing demands of a growing business. 

I have inaugurated a bonus system by which each salesman 
receives a bonus at the end of each month, according to the 
volume of his sales, and have found this to be beneficial, both 
to the salesman and to the house, and if the house gets theirs, 
the salesman must get his. Since we inaugurated this bonus 
system, some four or five years ago, we have very nearly 
doubled our business. This makes the salesman co-partners | 
in the business, and spurs them on to do their best, causes them 
to take great care to please their customers, because a well- 
satisfied customer is a ‘‘come-back,”’ and our experience with 
the bonus system has been very satisfactory to all concerned. 

There is much more that might be said on this subject, but 
as a final word, I would emphasize the importance of having 
some system by which one may keep close tabs on his business, 
day by day. 





New Englanders on Tour 


The party of representative New England 
shoe manufacturers and officers of shoe 
merchants’ associations organized by the 
“Boot and Shoe Recorder’’ began on Sun- 
day night, Jan. 7th their tour to the shoe 
centers of Rochester, Cincinnati, St. Louis, 
Chicago, Milwaukee, Akron and*New York 
City. 

After the taking of a group photograph 
the. party embarked on the good car “Cam- 
pus”, which is theirs for the entire trip. 
That such a party was organized success- 
fully is a tribute to the progressiveness of 
New England manufacturers as well as to 
the hospitality of the tra leaders ps in the 
West. “. 
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TROSTEL’S “SUPER” TANNAGE 


A TRIUMPH 


puts Beauty, Merit and Service in Trostel’s Shoe 
Leathers, The Golden Key setting free the Spirit 
of Co-operation in Foot Toggery through The 
“Lost Purple” Certificate Envelope packed with the 
shoes, carrying purchasing privileges to the home 
direct from Albert Trostel & Sons Company, 
Tanners, Milwaukee, U. S. A. 


And it is only a deserved recognition of merit 
that the incentive of co-operation between tanner, 
shoe manufacturer, and shoe dealer should have 
been "TROSTEL’S TROSTAN CALF" in color 
33—the rediscovered "Lost Purple." 

That leather not only represents the last word in 
tannage—TROSTEL’S “SUPER” TANNAGE— 
the result of a new and unapproached process—but 
a new color of such rare, inherent beauty that it 
cannot be displaced by changing fashion. 


BEAUTY AND FASHION 





True beauty knows no overlord. Time and change 
do not effect it. Even fashion, most arbitrary of 
dictators, cannot displace its sway. 


Though the painter’s brush has conquered new 
empires, though school has succeeded school, the 
art of Titian and Velasquez is as regnant in its 
beauty as it was three hundred years ago. After 
twenty centuries the marbles of Phidias still rule 
the esthetic world, while the Rogers group has 
taken to the garret. And all the inovations of 
verse, all the changing taste in poetry, have not 
served to dethrone the immortal beauty of Shake- 
speare’s mighty line. 

It is no different in the realm of dress; and dress, 
if rightly considered, is the most intimate and 
practical form of artistic expression. Here, too, 


In THE ART OF 


TANNING 


the essentially beautiful in color, fabric, or design 
rises superior to the passing whim of style, the 
dictates of ephemeral fashion. 


We have of this a conspicuous example in the 
blue serge among our suitings. Fashion may 
decree that this or that color or fabric is the proper 
vogue, but men and women of good taste have 
ever and again fallen back upon these staple goods 
because of their enduring beauty. And so the 
blue serge reigns throughout the seasons, un- 
displaced and undisplaceable. 


In "TROSTAN—33", Albert Trostel & Sons Com- 
pany believe they have created not only a tannage 
of unsurpassed wearing quality, but a color, which, 
because of its rare and intrinsic beauty, will exercise 
a lasting appeal to the discriminating eye. 


The "LOST ROYAL PURPLE," once the ex- 
clusive property of the monarchs of earth and now 
re-discovered for the benefit of the American people, 
is possessed of an esthetic quality quite irresistible. 
A color that so charmed ancient thrones that they 
jealously guarded it as a privileged symbol, cannot 
other than renew its sway over the cultivated 
taste of this democratic era and be re-enthroned 
as the chosen beauty-color of the people’s footgear. 


In their reproduction of this lost purple in shoe 
leather, Albert Trostel & Sons Company have 
demonstrated to the students of esthetics that 
leather, the most utilitarian of products, may be 
made a work of art, that it may be invested with 
a beauty comparable to that of painting, of poetry 
or of ceramics. 

In happy proof of this achievement, the following 
pages will relate. the rediscovery of the "LOST 
ROYAL PURPLE," and the experience of the 
tanner and the poet with that matchless color. 


FROM THE TANNER TO THE POET 


My dear Doctor: 


When you first heard the wonderful story of the reappearance of the "LOST ROYAL PURPLE" in one 
of our leathers, you were doubtful of my claim that there could be poetic beauty in such a commodity, or 


poetic inspiration in such a theme. 


But a vase resting upon a calfskin * which matched it in color—the color of the lost purple—dispelled 
your doubts, and you then and there confessed that leather might hold as great a stimulus to poetic thought 


as the most beautiful piece of pottery. 


Although you told me that the subject had made its impression on you, I little dreamed that your in- 


spiration would result in so masterly a poem as the "THE GOLDEN KEY," and my joy knew no bounds 
when you gave your consent to its public use. For this, again, my thanks. 

Good fortune further favored me in persuading Mr. K: to undertake the translation, for in accom- 
plishing that difficult task he has done full justice both tothe beauty of your thought and to the music of your 
lines. That is the consensus of opinion among those to whom his version and your original were submitted. 
I am highly gratified that this co-operation of yourself and Mr. K- has produced a work in the English 
that must prove a source of genuine pleasure and profit to the many who will read it in the course of our 








publicity campaign. Sincerely, 
* A seven-color reprint of the display referred to appears on ‘4 nM 
the second following page. 
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Intent the poet listens—for strange the tale 
Told by this man of industry about 

The vase that, rich in beauty, stands before him, 
"The artist who wrought that," thus he began, 
"Had long years since bent every energy— 
Ideal-spurred and not ambition-ridden 

To burn such beauteous colors in his product 
That nature’s blossoms could not hope to shame them. 
And as he labored, all undaunted, chance 
Surprised him; and in impish mood 

So blurred the painted trac’ries, let them flow 
So roguishly within the fiery kiln, 

That there was born a new and rarer beauty, 

As if wise purpose and the highest art 

Had wrought it, not the freak of chance. 

Behold! the colors, which by this chance, seem 
In sport to mingle, form iridescently 

The overtone through which in splendid splashes 
There burns the deepening glow of purple red. 
= "In rapture bends the poet oe’r the vase, 

q And thus he speaks: "You call it work of chance; 
A better name were surely Nature’s grace, 
Which richly dowers him who strives 

And often grants him more than hope dared wish." 
"But hear," rejoined the other, "of freakish play 
Yet more; since from its maker once | bought it 
In farthest West, the vase has stood, dust-laden, 
On yonder shelf-—unnoticed, scarce remembered. 
For years of trying toil came unto me 

And troubles many; for this lofty aim 

Had my endeavor, zealous, set for me; 

To gain for leather’s Cinderella dress 

Such show of color fair as now you see 
Displayed in high perfection ‘neath this vase. 
And, once again, t’was chance lent aid to effort, 
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Enriched me with this royal purple, and 

The golden art to lure it radiantly 

Into the leather’s dress of workaday. 

For once, in quiet of the eventide, 

As I reviewed my work, behold a ray 

Of Sunset fell athwart the room and, as 

It strayed along the walls, the dying glow 
Fell on the dusty vase and haloed it. 

I stood at gaze; for in the purple sheen, 
Which, as in mockery, beamed down upon me, 








THE GOLDEN KEY 
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The above poem was inspired by the display represented in the seven-color reprint on opposite page. 


Albert Trostel & Sons Company 


MILWAUKEE, U. S. A. 


And which I knew the product of pure chance, 

I recognized the selfsame color, true, 

Which chance, in sportive play, had vouchsafed me! 
"Come, prove!" And, as if tranced, the poet 
Broods o'er the double glory, then slowly speaks: 
"You know the legend: how the Lord of hosts 
Upon creation’s primal day gave life 

To earth; and for its festal raiment 

Brought forth from chambers of immortal glory 
The rarest loveliness and stinted not; 

And from the first came radiance and light, 
That comet-like shot down to darkest depth; 
And from the second, sound and melody 

And all the witching concourse of sweet tone; 
And from the rainbow-portal of the third 
Came color’s pageant, tinting chalices 

Of marble pallor rich with Orient hues. 

But in the fourth of these rare chambers 

The Lord, with purpose and with wisdom, held 
Of wonders many in reserve, of truth 

And beauty both, that man through striving might 
Himself accomplish their release; and thus 

To many an artist, many a seeker, has 

The door of this fourth chamber been released, 
When truth and beauty were his holy quest 

And wonders many have been his reward. 

Then cease your puzzling o’er this errant chance, 
And let me render fable-wise, its meaning. 

For ever, when the riddle clouds its answer 
And timidly declines to yield its secret, 

The heart turns unto poetry’s clairvoyance 

To gain a glimpse into the infinite. 

And thus do I unfold: The artist, who 

In sacrificing toil produced this vase, 

Unlocked the chamber of immortal glory, 

And from it poured th’ empurpled splendor 

In baptism of his aim ideal. 
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And you, 
Akin to him in purpose rare, received 
From thence the sister-color as a token. 
Let him who may deny the poet’s vision: 
That every effort yearningly put forth, 
Which falters not, despairs not, if it fail, 
Which knows no sacrifice to give it pause, 
Is, in effect, a golden key, which oft 
Unlocks the chamber to eternal blessings. 
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Triumph in Quality 
and Beauty is our 


Trostan Calf, 


robed in the inimitable “Lost 
Royal Purple,’ re-discovered, 
designated color 33. Pronounced by trade 
experts the last word in leather coloring and 
having received the approval from the 
manufacturers of fine shoes, the retailers 
and the discriminating Public, it is accepted 
as the Favorite in Aristocratic Footwear. 
Our advice to the Retailers: Prepare to meet 
the extraordinary demand for this beautiful, 
fashionable color, and confer a favor upon 
the manufacturer by placing your orders for 
Trostan Calf 33 Shoes without delay to 
insure prompt deliveries. Ask your manu- 
facturer to pack with your shoes, certificates 
carrying purchasing privileges to your custom- 
ers. Certificates furnished manufacturers 
gratis by us. Write us for particulars. 


THE COLOR WHICH HAS 
HONORED THRONES 
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In the Color Which Robed the Ancient Kings 
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ART IS BUT INDUSTRY PERFECTED. ONE MAY STRIVE A LIFETIME 
WITH A BRUSH OR WITH A CHISEL AND NEVER MAKE A 
WORK OF ART IN EITHER CANVAS OR CLAY; IT IS THE "KNOWING HOW" 





PUPOIFFORE the days of Babylon the 
lh kings of the earth had chosen for 
their own that which was greatest 
in beauty, that which possessed 
distinctiveness, that which was rare 
and difficult of production; thus 
upon three separate counts did a 
certain shade of purple identify 
itself as royal in its own right. 


From time to time, artists have attempted the 
production of this regal shade in pottery and 
fabrics; again and again has the art been lost. 
Our new process of tanning has developed a leather 
of such affinity for dyes that the resulting product 
is as distinctive and readily distinguished in any 
shade as was the purple of the ancient courts of 
empire. The marked responsiveness of this 
leather to aniline dyes has made possible a repro- 
duction of the color which for centuries was known 
as "The Lost Shade of Royal Purple." It has 
been reproduced from the fire marks upon a vase, 
a rare piece of ceramics. 


No man will ever know how this vase came to be 
marked with this shade. There is but one pottery 
in the world that is able to produce color upon 
clay as it is done in the ovens where this vase 
was made, and it was in this world-famous pottery 
that the miracle happened. Upon opening the 
kiln there was found the average number of pieces, 
figured and tinted as usual; but upon one other 
the God of Fire had painted his own colors with 
his own hand. In swirls and spots there stood 
a shade the workmen never had seen in pottery, 
a color from the other world. 


It was pronounced the "Lost" Purple—a shade 
lost to the arts for many hundred years. 


The vase found its way into our hands. We ven- 
tured upon the reproduction of this color in the 
new process leathers, which yield so admirably 
to the production of difficult and distinctive tones 


THAT ACHIEVES THE ULTIMATE OF ART—A PERFECT PRODUCT. 


in all shades. The result: A veritable creation 
of a perfect Mineral Tanned Shoe Leather, full- 
flanked, and with a grain superlatively beautiful, 
disclosing color perfection. 


Just as the control of color upon pottery is possible 
only through the proper preparation and firing of 
the clay, so, also, does the treatment of the hide 
material by our new process of tanning give to 
Trostan Leathers a dependable base for uniformity 
of color, revealing a distinction, and a beauty of 
tone incomparable. 


"Quality" ‘appearance, the silky grain and the 
superior wearing qualities peculiar to Trostan 
leathers through our own process tannage will 
cause them to stand in permanent relief as long 
as leathers shall be made. 


On account of its rarity, its history and the 
definite attractiveness of the "Lost Shade of 
Purple," Albert Trostel & Sons Company present 
it to the trade as the first of the Trostan Color 
Products, identified as "Trostan 33," a shade that 
will be sought by buyers of modest and aristocratic 
taste, just as, centuries past, it was sought by 
those who were able to command its use for them- 
selves. 


It is not the greenish, nor lavender nor blue- 
purple; it is the deep, dusky, red-purple of ancient 
Tyre, a shade that one knows not if it is blue or red. 
Those who have never seen this shade may have 
regarded the Royal Purple as a gaudy hue. It 
is not. It is distinctively the richest and most 
modest of all combinations in color harmony by 
day, and is so far from conspicuous that, in a 
half-light, it shades into a dark hue, appropriate 
in shoes for informal evening wear. It is a color 
hitherto so rarely seen that it has been known 
to those only who are familiar with the more 
exclusive arts. Within it is the distinctive depth 
of tone, and of color, and of softness, which placed 
it on the thrones of Ninevah and Rome. 


Albert Trostel & Sons Company 


Milwaukee, 
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Safe and Sound Business Methods for the Saal ; 


Shoe Merchant 





By A. E. PITTS, Columbus, O. 


HE small store dealer can know his 
customers and give to them a highly 
appreciated personal service—which 
is an impossibility with his large 
competitor. 

He must not overlook or under- 
estimate the personal service feature 
for it will prove a factor in his trade building. 

The individual touch and efficient service yoked 
should be the principal ingredients to pull a paying 
business your way and overcome any of your other 
handicaps. 

The small dealer can now realize a hundred cents 
on the dollar on his dead-wood stock. Trade condi- 
tions warrant it. 





Firing Blank Cartridges Never Won Battles 

Demand, and you'll get a proper price, and a paying 
profit on your merchandise; and that without loss of 
prestige. Firing blank cartridges will never win a 
battle in the business world; and the selling without 
a legitimate pay for storekeeping will never get you 
any where. 

The day has gone by when the dealer pays $1.60 


for a shoe and sells it for $2.00, or pays $2.25 and - 


sells at $3.00. 


The knowledge of your overhead expenses is a defi- 


nite proposition, and profit figuring has undergone a 
decided change. Now you must figure your profit on 
the selling price, and not on the cost of an article as 
formerly. 
Stocking Safe and Sane 

Stocking safe and sane novelties in footwear, is 
the money making stunt in the shoe game now, and 
is not in the least hazardous. 

Have your store on the square from A to Z. Truth 
telling and honest representations in your selling 
and advertising are strong factors of success. 


In Knowledge Is Strength 

Know absolutely at the end of each day the size 
and condition of your stocks. Keep up an intimate 
acquaintance with every pair of poor sellers, and see 
that they go out on somebody’s feet. 

A bright, clean attractive store, well trimmed 
windows, and a pleasing cheerful inlook and outlook, 
wins trade, causes complimentary comment, and pays 
big dividends. 

You can run a store.of courtesy and convenience, 
a store of service and satisfaction, a store of good- 
will and helpfulness. Will such a store win? / 
say it will! 

And above all,—be optimistic. 
you shall have it. 


Think success and 








> ‘For thoughts are things 

ne And their airy wings 
Are swift as a carrier dove. 
They follow the law of the universe; 
Each thing must produce its kind. 
And they speed o’er the track 
To bring you back 
Whatever went out from your mind. 


By R. METZ, Chicago 


To begin with,'the small retailer of shoes if he 
applies himself properly won’t stay small very long. 
First, he must keep his*store and windows well 
lighted, his store and windows must be kept per- 
fectly clean, he must take extra pains in fixing up 
and displaying his shoes properly, having shoes well 
polished up, laced up neatly with silk laces. The 
customer, on entering the.store must be met near the 
front door, greeted pleasantly, and given courteous 
treatment while in the store. When the sale is made 
and as the customer is leaving, say to him, ““Thank you 
very much—Call again, please.”” He don’t get that 
in many of the big department stores from clerks that 
are mere machines. It is that courteous treatment 
that doesn’t cost a cent, that brings many a customer 
back to a little store. 

Give your customer good value, a good fit, a little 
courteous treatment and he will pass up all the big 
stores to come to you. , 

Don’t see how many different houses you can buy 
from, confine yourself to as few as possible, but you 
must carry styles that are new, in order to keep in 
the swim. 

Don’t let your clerks congregate and talk and tell 
stories during working hours, keep them busy working 
in stock or have them ready so that when a customer 
enters he is on the job ready to greet the customer. 


The Five Points of Shoe Service 


I think the trouble with most small. retailers is 
that they are too self-satisfied. Instead of striving 
to go after new trade all the time, they are satisfied 
to run along and try and keep their own trade. 

I believe in novelty advertising, such as distribu- 
tion of matches, lead pencils, note books and various 
other articles, which I have found brings many a 
new customer to my store. 

Summing up, I think the safest and soundest 
business methods for small retailers are, Five Things: 

Good Value, Good Fit, Clean Windows, Clean 
Store, and above all, Courteous Treatment 
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Very High Quality at |a 
) y THs J 
*“‘Boot and Shoe Recorder’? Cuts will help any retailer anywhere to prepare effectively 
against the invasion of undue cost in the running expense of his newspaper advertising, be- 
cause at the quoted low prices the electrotypes are, in both the art and plate work, undoubtedly 
the best for their cost that have ever been produced. We do not send you MATRICES but 
ELECTROTYPES that will give a sharp, clear, clean impression and largely increase the all- 
around efficiency of your advertisement. 
Be Sure to REMIT WITH ORDER to Avoid Delay 
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Editorial 


For Your Store 




















This storé lives to labor, plans 
to perform and conceives to 
achieve. Its uplifting and in- 
U spiring ideals are for the purpose 
== of giving material and daily 
worth for the price. If we loiter 
by the way each day we cannot 
= get as far ahead as the duties of 

No. 190, 25e. the day demand. We must es- 


OOK cat ter the cutdowr tablish this store more and more 


»} DRG 





























safety of your little girl firmly in public confidence or 
in rough, old Mid-Win- we shall gain less and less of the 
~ @ Se Rony, & rane. O7 public’s goodwill. It is the spirit 
sturdy footwear. There’s no econ- we put into our work, rather than 
omy in shoes only passably i what we can get oul of it that 
good. Both you and your chil- determines the degree of success 
dren will “‘reap as you sow.” Setiese here. 
Long-wearing, stout and na- er 
ture-shape shoes that will keep With minds alert to our labors | le 66 M k S 
we feet - et “ met, and hearts strong in our faith, a e 
eckon reassuringly to carefu frenshend inal 
parents here—beckon pleasantly we set our hands to the plow 


‘ , 99 
| al $3.00 a pair. again today, firm in our deter- Ready 





No. 192, 25c. 











mination not to turn back until 
the end of the furrow is reached. 





Knowing what, knowing how 
and knowing when to prepare 
for the future is a duty every 
man owes to himself, his family, 
and his friends—‘‘an ounce of 
prevention is worth a pound of 
cure.” 


Good shoes are ready for bad walk- 
ing when snow, sleet and slush are 
the order of the day. Cold and damp 
proof. The price is fair at $5.00 











a pair. 
Deep, rich shades in brown 
in SS, Se cordovan or heavy black calf. 
P . - ‘ any " Heavy sole and low heel. Com- 
NY man anywhere will certainly ‘“‘step lively” in a pair of fortable as an old shee and. goed 
A these heavy sole but lightly priced shoes and he’ll need hie ents than nk Usk 
no urging on his way. In them is the life of good leather wdeting. A quad teu tesunte & 
and true workmanship. The comfort of their lines will gratify eum tam eng “geal? wre 
and satisfy even the man with a “grouch.” ict seshth talks, iimininga Ses abana 
The buoyant feeling of a smart appearance comes to a man at itis ’ 
once for they are as dressy as the most critical man would want 
to wear. $6.00 in dark, rich cordovan or a very high quality calf. PER Ar WS 


Store Name Here 


Store Name Here 
































t ja Very Low Price! 


Compare! That s the most severe and satisfactory test you can impose upon “Boot 
é 5s Put doubt to rout by trying them out. 
ises. If you have been promising yourself to use ‘Boot and Shoe Recorder” Cuts now is an 
excellent time to put that thought into immediate action. 
quick and sure winners. 

namely, that the cuts stan 











and Shoe Recorder’’ Cuts. 


Accounts Cannot Be Opened for These Nominal Amounts 


**Deeds count, not prom- 


As a stimulant to trade they are 
Every word of the headlines we use above is the absolute truth, 
d for ‘“‘Very High Quality at a Very Low Price.”’ 
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N connection with this unique 
I showing of advance styles -in 

women’s novelty footwear for 
Spring, we still maintain full sizes 
in the staple Winter lines. 

High cut boots, the smartness 
of whose trim lines are self-evi- 
dent at $6.00 the pair. 

Heavy Winter weights with 
low heel for the woman who 
walks over-much—$5 and in all 
sizes. Easy, pliable, yet strong 
Skating boots at the same fair 
prices of a month ago—$5 and 
$6 the pair. 
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No. 195, 25c. 


OWHERE in fine footwear 
N are fashions, fads and fancies 
shown in wider variety than 
in these smart shoes that set the 
pace in the race for novelty effects. 
A delightful change from the 
stereotyped styles so much the 
vogue up to now. 
very modish detail harmon- 
izes with the latest and most 
authentic tendencies in fashion- 
able footwear among women 
whose taste in matters of dress 
never goes wrong. 
$6, $7 and $8 the pair. 








Shoe Store Stunts 














No. 48—Bird House Building Contest 


Your store can secure good publicity 
by encouraging the building of bird 
houses. 

Advertise on a certain Saturday that 
every boy who brings to your store a . 
bird house of his own construction will 
receive a toy or souvenir, and with these 
contributions, you will be able to make 
an excellent window display of bird houses. 

Have each contestant put a price on 
the bird house and perhaps you can sell 
these bird houses for the young people, 
thereby creating a friendly feeling and one 
which will long be remembered. 

Be sure and offer three capital prizes: 
first, second and third for. the best con- 
structed house or the most artistic house. 
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WE DELIVER PACKACES TO THE STATION 









No. 46—A Time Table Rack 


If your city is a railroad or transporta- 
tion center, you will find it an inexpen- 
sive and practical idea to arrange for a 
time table rack in a prominent location. 
Such a rack will encourage people coming 
to the store which will also result in ad- 





ditional sales, and at the same time it is 
an accommodation which is appreciated 


by © og trade. 

is suggestion is particularly ap- 
propriate if used in combination with our 
store kink described under the heading 
of “Checking Baggage.” 








No. 47—Checking Baggage 

Aggressive city stores send a special 
letter to all hotel guests’and out-of-town 
customers offering a service of checking 
the baggage from the store to the rail- 
road station. 

This service ‘can be secured by special 
atrangement with a local .transfer com- 
pany, and will be especially appreciated 
by women who are traveling aldne as it 


.will relieve them of the burden of checking 


baggage from the railroad station. 
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*‘“No more leather soles on mine! 

*“TEXTAN is better—any way you look at it. 

“It wears much longer than leather—it is soft and comfortable— 
and it is absolutely water-proof. 
. ‘You can see how smooth and glossy it looks—matches my shoes 
perfectly.” 


That’s the universal comment on TEXTAN— 
the Goodrich Sole. 


It has been received with open arms by manu- 
facturer, dealer and consumer alike. 


They took it first because they trusted it— 
they knew it was Goodrich made—a product 
from the World’s Largest Rubber Factory— 
fully up to Goodrich Standard—a fit runping 
mate for Goodrich ‘Best in the Long Run” 
Automobile Tires, and “Hipress”’ and “Straight- 
Line” Rubber Footwear. 

And TEXTAN has MADE GOOD. It is 
being placed on high grade shoes. People are 
asking for it, and more people will ask for it 
because of widespread newspaper and magazine 
advertising already under way and to continue 
throughout the year. 


Here’s a wonderful opportunity for manu- 
facturer and dealer,—a Sole you 
have wanted for years—a_ Sole 
that does everything that leather 
can do and does it better. 


TEXTAN 























Jan. 13, 1917 


For Quick Sales 


Keeping the stock fresh is 
especially important for the 
shoe dealer, Mr. Goldberg 
insists, because of the fre- 
quent style changes. His 
salesmen are required to 
place all short lines in these 
and move 
quickly as 


special racks, 
‘them just as 
possible 
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My Fight with Rising Costs 
By J. A. Goldberg, of O’Connor & Goldberg, Chicago, Illustrated in 
“System” with Photographs and Forms 


Thirteen years ago—February 28, 1903—the man who wrote 
this, then a window display man, and a man named John 
O’Connor, then a store manager, went into business for them- 
selves. They bought 240 pairs of shoes and opened a little 25 by 
100 store. They borrowed samples from traveling salesmen for 
their first displays. They “dressed” the store with 5000 empty 
boxes, and one of the trials of those early days of their business 
was the danger of losing the two hundred odd full boxes among 
the five thousand empty ones, and therefore being without 
anything to offer customers promptly! They did their own 


janitor work, the man who wrote this article scrubbing the 25 
by 100 feet of hardwood flooring until he knew every crack. 
For two months it was nip and tuck—then the tide turned, and 
today the business is the second or third largest of its kind in ~ 
America. 


There are now six stores—and all six are prosperous. 





OT long ago a landlord brought me 
some figures taken from the books 
of a tenant who said he could not 
pay an increase in rental which ap- 
peared justified. This tenant oper- 
ated aretail shoe store. The figures 
showed he-was taking a very small 

salary for himself and barely clearing sixty dollars 

a year. 

‘“‘What’s the explanation?’ asked the landlord. 
I did. not have to look.far to find it—some of the 
stock on that man’s shelves was three and a half 
years old! 

I mention this incident because it brings home the 
first of the four methods for keeping up with rising 
costs which I am going to discuss in this article: 





buying right; keeping stocks moving; knowing costs; 
and getting the most out of advertising. I hope 
that if I appear to be giving advice at times my 
attitude will not be misjudged—my partner and I 
have built up a shoe business through hard knocks, 
and I am merely going to attempt to describe the 
methods which this experience has taught us are 
important. 


Why It Pays to Keep Fresh Stocks on the Shelves 


First of all, then, comes right buying. I am 
going on record as believing that the shoe dealer who 
consistently holds his purchases within his needs 
for seventy days will grow out of his class within a 
few years. To put it concretely, if he does a business 
of $30,000, let us imagine, with goods that cost 
around $20,000, and arranges his purchases so that 
he will receive each month: about $2000 worth of 
new stocks, and never commits himself over seventy 
days ahead, he will succeed. 

He will always have fresh merchandise. If he is 
crowded one month, he can buy offerings he par- 
ticularly likes for delivery another month. His 
business will expand. 

-This- sounds.too simple to be worth putting, down - 
in black and white—yet I am sure that investigation 
would show that the average shoe dealer is not prac- — 
tising it. Remember the case of the man described 
in the first paragraph of this article. 

I would rather pay an increased price for mer- 
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Remember that homely old saying 
om “The mostest for 


~ the leastest?” 
It exactly describes the 






Poulovend Gentel, Cosens , ond 
M-C”’ McKays have the most style— Whe Way y Last, All Patent "Leather, 
at the least cost. 
M-C” McKay means most sales, with 
the least trouble. 


““M-C” McKays reach you quickly— 
the most service in the least time. 





Visiting Buyers will find our line 
on display at 
72 Lincoln Street, Boston 


Feature this winning line—from every 
viewpoint it is a trade-builder for you. 
“M-C” McKays are replete with style— 


without sacrifice of wear—just the shoes 
your particular feminine customers de- Louis Heel, Great White Wey Last, 


mand. In all leathers. 
The big stores of the country feature this 

line. 
Surely they know! 


Write us today that we may tell you 
more about the ‘““M-—C” line of value. 








“GOOD MERCHANDISE 
PLUS SERVICE EQUALS 
BUSINESS SUCCESS.” 


Mitchell-Caunt Company 


Boston Salesroom 


Factory at Lynn, Mass. 72 Lincoln Street 





Ladies’ Cuban Foie Viel Vici vou 
juarter, White Kid Collar ne 
tay, Cuban Louis Heel. 
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chandise than to stock it far in advance. I am sure 
the average shoe merchant is at this moment bought 
further ahead than we are. This would indicate 
that he knows more about the market than my 
partner and I—still we probably buy thousands of 
pairs of shoes to his hundreds 
and have a central location. 


Shoes are now style lines— 
and style lines they will re- 
main, too. You can not buy 
style lines months ahead. If 
there is a man alive who can 
successfully buy style lines 
three or four months ahead [ 
can assure him a handsome 
income any day he walks into 
my office. Still the average 
shoe dealer is attempting that 
very task. 

Our experience in fighting 
rising costs has taught us 
two very definite lessons as 
far as buying goes. The first 
is to overcome the temptation 
to buy too far ahead—and I 
suggest buying seventy days 
in advance for the average 
store. The second is to con- 
centrate purchases with as few 
manufacturers or wholesalers 
as possible. 


These Methods Insure 
Quick Turnovers 


My second method links up 
closely with the first—keeping 
the stocks moving. To accom- 
plish this it is only necessary 
to do a few very simple things— 
but I am very sure that the 
average shoe dealer is not do- 
ing these very simple things! 
It is necessary to know, for 
example, (1) the total stock in 
the store; (2) the divisions of 
this stock into the typical 
lines carried: men’s, boys’, 
children’s, women’s, and rub- 
bers and findings, probably; 
and (3) how much of each of 
these lines was sold last year. 
This information, when rightly 
applied, will result in the pur- 
chase of goods which will turn rapidly if correctly 
handled. A suitable increase in sales (at cost) 
should of course be allowed for and added to the 
orders. 

It is also necessary to go through the stock twice 
a year and clean out the stickers. If you can’t get 


This book is brought up to date each day. 
style of shoe are sold, how many are returned, and the net results from handling the 
line week by week, and for the entire month. 
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rid of them yourself, dispose of them to a job lot 


dealer. 
Suppose the loss of from $500 to $1000 results 
from such a clearing out process. Take it, and then 


charge $100 or so a month into your expense to 








THE INVENTORY BOOK 
It shows exactly how many pairs of each 


It is unusually helpful as a guide in 
deciding what to buy 


recompense you. This charge is a sort of an insur- 
ance against your rate of turnover being slowed 
down by poor judgment and short lines. Of course 
you may show that much less profit, but you should 
more than make it up by being able to buy fresh lines 
which will expand your business. 
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“Onyx Hosiery Helps Me Se 


How a Small ‘Town Shoe Merchant 


BEGUN to realize about two years ago,”’ writes a retail shoe man located 
in a town of 3000, ten miles from one of our fast growing cities, ‘“‘that I had 
to do something to keep my trade from buying their shoes in the city. 


My store wasn’t as smart in appearance and stock as the city stores, and 
the only way to meet the condition was to give my place the atmosphere it 
lacked. 


One of the best ideas I got from a study of the city stores was that of selling 
hosiery, and I put in a department of my own, featuring ‘‘Onyx”’ as the 
brand everybody knows and relies on. 


That hosiery department helped wonderfully in “toning up” my store, 
and especially attracted the best dressed women by the fashionable color 
harmonies I offered them with their shoes. 


My store was transformed from an ordinary storehouse of shoe cartons into 
a bright ‘‘citified’’ shop, and the effect on my trade was instant. 


During the past year I’ve sold more high grade and high priced shoes than I 
ever believed was possible, and my hosiery business has kept pace with the 
general increase. 


I have no further fear of city competition and Onyx Hosiery is an indispensable 
factor in my business.”’ 


Is There A Moral In This For You? 
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sIIl More High- -Priced Thisins” 




















is now open and | 
ready for business | 
All mail and orders | 
should be addressed \] 
to | | 


Broadway 

















at | 

24th Street | 

| 

Emery Beers Company Ine. : ‘| 
maDatnnta Soalonors the Wolds Bunn ot seemed | : 





iss Edna Purviance 


harlie Chaplin's 
Leading Lady= 


attired in a pair of 
Standard felt 
Slippers 


Styles That Have Caused Sensations 


Ordinary staple lines of felt footwear are completely eclipsed by our advanced 1917 line 
of exclusive felt novelties. The new styles we are now showing are compellingly attractive. 

Discriminating buyers have been amazed at our wonderful line! 

We have added nearly a hundred distinctive numbers, and notwithstanding the present 
dye situation which is striking most felt manufacturers hard, we are offering more colors 
than ever before—sen more new shades to be exact. 

Don’t fail to see our line—it’s a great revelation. Our salesman are now on the road 
showing our latest creations. Write or wire us to have one call upon you and submit samples. 


Intensify You Sales by Carrying the Standard Line Exclusively 


General Offices and Factories: WEST ALHAMBRA, CALIFORNIA 
Standard Felt Company NEW by 2 4 SAN FRANCISCO : 3 CHICAGO 
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Here is our business we have found this plan a 
good weapon for fighting rising costs. We charge 
off weekly a sum which during the year amounts to a 
figure which I would be very well satisfied with as 
an income. We have special narrow alleys of stock 
racks at the side walls and 
into these we throw all short 
lines. The boys know that 
anything that gets into these 
side alleys must be sold at 
once and they quickly clean 
them out. It may sound 
trite, but the fact nevertheless 
is that merchandise must be 
bought to sell quickly nowa- 
days, not to be kept, for the 
present importance of shoe 
styles has come to stay and 
stocks must be turned rapidly. 
It’s a case of buying carefully | 
and selling quickly. 

So much for the second 
method. Next in order is the 
third—knowing costs. When 
it comes to systems and rec- 
ords, I believe the less details 
we struggle along under the 
better off we are. The aver- 
age merchant is not a trained 
bookkeeper, and he should in- 
sist that his books be run so 
that he can understand them 
without any trouble. The 
main need is to know what 
stock there is in the store, what 
is owing for this stock, and what 
it is costing to sell the goods. 

We believe that the best 
way to fight rising costs is to 
watch them with great care. 
So we get our figures weekly 
instead of monthly. Thus we 
do not wait until the book- 
keeper has made up figures 
around the first of the month— 
usually nearer the tenth or the 
twelfth of the month than the 
first. 

The form illustrated on 
page 43 shows how we divide 
up our figures. 

The books and _ original 
entry facilities we use to get 
the figures shown on this report are: 

Sales slips of the usual type 
Perpetual inventory 

Stock record by lines 
Voucher checks 
Merchandise ledger 


WEEKLY PROFITS AND LOSSES 
Once a week a report like this is made out to show Mr. Goldberg and his partner just 
what the sales, expenses and profits have been for each store. The list shows exactly 
how the figures are divided up, so that every item can be easily compared with previous 
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Customers’ ledger for charge accounts (loose 
leaf and locked) 

Private ledger for controlling accounts, and the like 

Combined cash book and journal (for handling 

_ sales and expenses). 








figures 


The list of expense items and the form showing 
how they are recorded demand no explanation. We 
do not figure any interest on the investment, except 
when we borrow money. We can figure what the 
interest charge would come to, and deduct it from the 
profits in our hands any time we want to consider it. 
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that is sunk 
in the inner- 
sole means 
absolute 
foot comfort 
The Landers Felt- 
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V 


IN STOCK 
Gun Metal Calf Vamp, Mat Calf, 
Blind Eyelets to top, Spark Last. 
Tip 52-3, Heel 1 inch... . Price $4.85 


Same in Mahogany Tan at.... $5.00 


No. 460—Creole Last 
IN STOCK 
Gun Metal Bal, Dull Kangaroo Top, Duck 
Lining, 12 Close Harvard Edge with Prick 
Top ‘Stitch, 14 inch Heel. Wax +. or 
Finish. Sizes 5 to 10%; Widths B, C, 


No. 720—Club Last 
IN STOCK 
Full Gun Metal Calf Bal, Blind Eyelets, 
Khaki Lining, 13 Harvard Edge, 7-8 inch 
——— Heel, Wax Bottom Finish. Sizes 5 
to 10%. Widths C and D. 


Stonefield-Evans Shoe Co.., Rockfead. TIL, U.S.A. 


CHICACO OFFICE, 708 Security Building 
































No. 461 Sesco 


Gun Metal Blu. 
Dull 
Top, Duck Lining, 
12 Harvard Aloft 
Edge with Prick 


inch Heel. Blac! 


Bottom re. 
Sizes 5 to 10 
Widths C, D, 
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Has features that will 

appeal to dealers who 

are catering to the wants 
of a _ discriminating 
trade. If you are inter- 
ested in obtaining hon- 
est shoes and favorable 
service, you will give the 
Certified Shoe for 
men more than 
passing notice. 


Last 
IN STOCK 


Kangaroo 


Stitch, 1 





IN STOCK 
No, 462 
Sesco 
Last 

Gun Metal Button, Dull Kangaroo Top. 
Duck Ton 12 Harvard Aloft Edge with 
Prick 74 stitch, 1% inch Heel. Black 
Sizes 5 to 1044; Widths 
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The Stitch 


Lined Canvas In- 

nersole is in every 
way superior to an 
innersole of 
leather. 


No rough, uneven surface—no lumpy thread 
bunches to cause discomfort. The stitches are 
sunk in the felt and covered with a thin sock 
lining. 

The result is a sole of surpassing smoothness 
and comfort. 


Feature these inner soles in your shoes. It will 


pay you—many times over. 


The Landers Brothers Company 
Toledo - - - Ohio 


PUTT d 





Trades Journal 


American shoe manufacturers desiring foreign trade will receive valuable 


Franklin P. Shumway | Co. 


The Shoe 


OF LONDON, ENGLAND 


Reaches every week the leading buyers of Boots and Shoes ia 


ENGLAND SCOTLAND IRELAND 
AUSTRALIA NEW ZEALAND 
SOUTH AFRICA INDIA 
BRITISH WEST INDIES 
CEYLON BURMAB 


STRAITS SETTLEMENTS, etc., ete. 


information by reading this weekly paper 


10 cents a copy $3.00 a year 


Advertising, Subscriptions and Samples, Address 


453 Washington Street, Boston 


Ameriean Representatives for all 
Foreign Shoe Trade Papers 
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Keeping Track of the “*Little’’ Items of Expense 


The item of.supplies is important—many stores 
give away laces, shoe horns and the like without 
figuring them in the cost. An important loss often 
results. We figure the discounts we earn weekly— 
and right here let me put it down in black and white 
that any store which does not take its discounts now 
is going to get into trouble sooner or later. It is 
suffering a very dangerous leak and had better look 
out. 

In using these figures, we subtract the returns from 
the sales, and then take the cost of the goods, plus 
the buying expense, the freight and the expressage, 
from the net sales. Then we add and deduct the 
selling expense and the- overhead expense. This 
gives us an operating profit to which we can add the 
discounts earned to secure a net profit figure. 

It is easy to get these figures on a monthly basis, 
for the items which do not naturally fall into weekly 
payments can be either prorated or approxi- 
mated—that is to say, the rental can be 
divided into weekly parts, the taxes averaged, 
and so on down the list. At the end of each 
month, when the books are closed, we adjust 
all estimates to agree with actual figures. 

There is also nothing very startling to be ex- 
plained about the books and facilities for 
original entry listed above. We use voucher 
checks so as to avoid a complicated voucher 
system. Checks of this type, listing to the 
left what they cover, can be purchased in 
many styles. 

Perhaps our inventory book arranged by 
lines is a little unusual, however. A page 
from it is shown on page 28. As will be seen 
from the illustration, this record is kept by 
lines and days of the week. The main stock 
divisions are set off in the book with tabs, so 
that they can be quickly located, and the 
separate lines are designated by style num- 
bers, as shown in the illustration. 

There is, you will notice, a column for the cost 
price per pair. The sales (by pairs) are entered in 
black each day in the proper square, and the returns 
also, but in red ink. Simply multiplying the net 
sales figure in pairs (the black figures minus the red 
figures) by the unit cost price per pair gives the cost 
of each day’s sales. 

At the end of each month we write up perpetual 
inventory cards from this book. These cards are 
arranged according to the style numbers and give 
simply a running account of the transactions—the 
inventory at the beginning of the period (at cost) 
plus the purchases (at cost) and minus sales (at 
cost) gives the stock on hand (at cost). Thus we can 
tell at any time what we have in stock. We make 
physical checks against these records by actually 
taking stock twice a year. 

We also know—girls can do all this ‘figuring -at 
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comparatively small expense—the gross profit by 
combining the cost of the sales with the other figures 
which I have previously mentioned. We as well get 
an accurate indication of what lines are selling best. 


Some Advertising Methods That Have Built 
Up Sales. 


Now for the last of my four methods—getting the 
most out of advertising. The importance of high- 
class advertising cannot be over-stated. It must be 
intelligent, conservative and foresighted, as well as 
attractive and above all, truthful. We believe we 
have been most fortunate in selecting our advertising 


counsel from the beginning. We pay the price for 


the right kind of professional advertising advice and 
get our money’s worth by not quibbling—the same 
as in dealing with a good lawyer. 

While we primarily attribute our growth to careful 
and alert merchandising along modern lines, we ask 





THE STOCK CARD 
A perpetual inventory of the different lines is kept on cards like this. 
This record supplements the inventory book shown on page 28 


ourselves: ‘How would enough people know what we 
have to give them unless we told them, at wholesale 
so to speak, through advertising?’ . Therefore, good 
honest advertising, that is liberal, dignified and yet 
thoroughly human in its manner and appeal, is yoked 
up closely with merchandising itself—in fact, is as 
much a part of it as store conduct or wise buying. 

We have endeavored to nationalize our styles by 
the use of space in periodicals of national circulation, 
and aside from mail order results, this fortifies our 
local advertising in the local newspapers, because 
the local people read both. 

I believe that making straight merchandise adver- 
tising effective is easy if—and this “if” is, as usual, an 
important little word—if your copy has to do with 
goods that are wanted, at the time they are wanted 
and at right prices. Ask yourself these three ques- 
tions about the stocks you are about to advertise: 

(Continued on page 85) 
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RepeatSaleso/Work Shoes J 











AKE every one of your work shoe customers come back 
and say, “It’s the best work shoe I ever bought—I want 
another pair just like them”. You can do it by selling a box of : 
“The Tanners’ Own Dressing” with every pair. A mixture of pure S 
animal grease that nourishes and protects the leather, keeps it soft oy 
and pliable, and sheds water. Sr 


IP&WY Shox DRESSING 
The Tanner's Own Dressing 


25c size . . $2.00 per. doz. —~ 00 .... per gross 
10c size.. .85 Aeneas 
Sample size .40 “ cee. 


$4.00 order—1 dozen 25c, 2 dozen 10c, 1 Peas sample 
Display stand with 2 dozen 10c or 1 dozen 25c cans 













Recommended and sold by Jeading manufacturers of 
Heavy Shoes and Shoe Findings, and Harness Jobbers 


PFISTERS VOGEL LEATHER CO. 


MILWAUKEE: : :-WISCONSIN 
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1847 1917 


Insurance With A Profit 


Are you getting your share? 





TU td 


Sie SAOE & LEATAER\\ 


& ALLIED TRADES 


NEWS 





The BEST and BRIGHTEST Shoe 


The Fitchburg Mutual Fire 
and Leather Trade Paper in Europe 


Insurance Company has saved 
its polity holders $1,500,000 
in dividends. 

We make satisfactory adjust- 
ments and pay all losses 
promptly, 

From us you can obtain the 
strongest kind of protection. 


Fitchburg Mutual Fire 


Insurance Company 


(70 Years Old) 


FITCHBURG, MASS. 


Middle West Representative, Mr. W. B. ACKMOODY 


Circulates amongst the biggest buyers of 


Shoes, Leather, Machinery, Find- 


ings, and all accessories in Shoe, 
Leather and Tanning Materials 


The effective staff is composed of prac- 
tical men of large experience and will 
give advice on business propositions. 


The EDITOR of the “RECORDER” 
will tell you all about us 





EDITORIAL AND BUSINESS OFFICE 
4 and 5 South Place, London, E. C. 


COPIES WEEKLY POST FREE TO U. S.A. 
2% Dollars per annum Prepaid 
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Did you locate last year’s leaks? 
Were the losses of profits, due to the shoes you 
sold? You'll find the H. & F. line for men 
always comes up to expectations. It has a 
reputation for making good where other lines 
have fallen down. 


“EVERYTHING: NEW THAT’S GOOD’—ALWAYS 


Howard & Foster Company 


Makers of Men’s Shoes for Particular Purchasers 


Brockton, Mass. 


134 Summer Street, Boston 
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The New Style Arctic Buckle “SURE-LOCK” operates just exactly the opposite from 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 


Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 
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Keds 


BASKET BALL SHOE 


OTT tj)! Gate 








Pure gum, extra thick suction soles. Packed 
in Cartons 


The standard shoe for all expert players. Extra heavy 
uppers without lacing hooks, thick soles with heavy reinforced 
foxing. The rubber used in the soles is of a special quality 
that clings to the floor, making the shoe a necessity for anes 
who play the game. 


United States Rubber Company 
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Boots and Shoes 


The trade has had time to study and consider the 
new prices, or rather new terms for rubber boots and 
shoes, and the verdict is that the advance was jus- 
tified, and is really no more than was to be expected 
when all factors in the case are taken into considera- 
tion. When prices were announced for the year 
1916, there was a universality of surprise that no 
advance was made. The war had been raging for 
more than a year, prices on rubber, materials and 
labor had risen, yet the rubber manufacturers deemed 
it expedient to continue old prices, when a ten per 
cent advance was really justified. There is no 
doubt that an additional ten per cent this year would 
have been looked upon with equanimity. But the 
twenty per cent, all at once was something which 
at the moment seemed excessive. When the other 
side of the question was considered—namely: that 
last year the dealers didn’t have to pay that extra 
per cent, this present raise was reasonable. 

The companies are all behind in their orders. 
Practically all the business unfilled on their books 
has been reordered at the new rates, or will be. 
The state of wholesale and retail stocks requires 
this. 

The manufacturers have been working to full capa- 
city ever since last Spring, and are still hustling. It is 
safe to say that there isn’t enough desirable, free floor 
stock in any factory to fill a freight car. The goods 
have been going out as fast as manufactured and as 
fast as the transportation companies furnish cars for 
their shipment. 

As was advised here last week and previously, 
retail shoe merchants should at once mark up their 
stocks to sell on the new net cost basis, adding their 
customary percentage of profit. In no other way can 
they make themselves whole when the time comes 
to replace present stocks with goods at the new 
prices. Let the retail prices be a flat 20 or 25 per 
cent over last December’s prices. The public ex- 
expects it, and the customers understand it. 


Tennis Goods 


The companies specializing in tennis lines are 
still receiving orders, though the majority of the 
wholesale houses have ordered all they propose to, 
until their stocks are depleted in the Spring, or early 
Summer. With fabrics still advancing, and the mills 
sold ahead, jobbers believe it wise to cover them- 
selves pretty thoroughly at present tennis prices. 


Crude Rubber 


The crude rubber market is fairly steady with 
slight advances in same varieties during the week. 
Business has not yet recovered from the first-of-the- 
year quiet, the market is strong, and a good trade is 
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The Rubber Realm ¢ ¢ + 


expected within the next week or two. There are 


but slight changes in prices. 

We quote: Upriver fine, 78-79c.; islands fine, 
70c.; upriver coarse, 53—54c.; islands coarse, 33c.; 
cameta, 34c.; caucho ball, 54c. for upper; 52c. for 
lower. Centrals and Mexicans 49—50c.; red .Massai, 
61-62c.; guayule, 42 to 44c.; first latex pale crepe, 
793c.; smoked sheet, 79c. 


Scrap Rubber 


The market is very quiet, and prices tending down- 
ward. Dealers in all the large centers are offering 
92c., although large lots are likely to bring 9c. 
in some cases. As a rule dealers have sufficient 
stock-on-hand to fill reclaimer’s requirements, and 
are quoting prices } to $c. lower than last week. 
Trimmed arctics bring about 7c. in quantities. These 
are prices collectors can realize. Their paying 
prices, of course, are considerably less. 


Rubber Notes 


E. C. Yarnall, formerly manager of the Banigan 
Rubber Co., Chicago, and recently associated with 
the Standard Rubber Co. has resigned. 

The McCord-Norton Shoe Co., of St. Joseph, Mo. 
is now a part of the United States Rubber Com- 
pany’s branch store organization. Thomas J. Nor- 
ton is the treasurer. 

The Omaha Rubber Company has been operating 
under that name as a branch of the United States 
Rubber Company. It is now operating and is known 
as the United States Rubber Company, Omaha 
Branch. There is no change in the management, 
the retail department, has been discontinued. 

The breaking of one of the main driving shafts, 17 
inches in diameter, at the Boston Rubber Shoe Com- 
pany’s plant in Malden, necessitated the closing 
down of several departments for two days, at a time 
when the works are being run to the limit on orders. 
It is reported that this entailed a loss of between 
$15,000 and $20,000. 

At the Mid-Winter Sports Carnival, to be. held 
at St. Paul, Minn., Jan. 27 to Feb. 4, marching clubs 
will be formed. TheSt.Paul Rubber Co. Club will appear 
in suits of white rubber sheeting, lined with green felt 
or flannel, stockings and toque of green and white, and 
white rubber footwear. The company will entertain 
visiting rubber men during the carnival. 


Harrisburg Firm to Increase Shoe 
Production 


Owing to rush orders and a large number of accumulated 
contracts Devine & Yungel, shoe manufacturers, 16th and State 
Streets, are building an addition to their plant which will double 
the present capacity. 
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Qs the Transcontinental Express 
is to the Old Prairie Schooner 


HERE are two travel methods. One is old. 

Once it was prized but its day is done. There 
is another, and it is new. It was born in the living 
time--today— born of the necessities of today for 
the modern men and women who live today. 


There are two shoe-soles. One is of leather and 
is the product of an older time. It is not healthy 
for it is not waterproof; not foot-easy for it is not 
flexible; not economical for it will not wear. 





There is another shoe-sole. It is not leather for it is 
the product of a generation that demands better 
than leather. It perfects every virtue leather 
has and possesses every virtue leather lacks. 


That modern shoe-sole is called Neolin—Neolin, 
that scientific marvel balanced to a universal 
need. 


* - 
Does your sole-leather meet the problem of wear? 


Nedlin has met it—yielding grim, invincible wear 
which has revolutionized men’s conceptions of 


For grown - ups 
and children 


For new shoes 


aie what sole-wear means. 
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So is leélin to the Leather Sole 


Does your sole-leather meet 
the problem of foot comfort ? 


NeGlin met it with a flexibility 
that captains buoyancy and is 
soothing as chamois or the 
touch of a well-worn glove. 


Does your sole-leather meet 
the problem of foot health? 


Nedlin has met it with a 
waterproof, snug-foot tread, 
secure against wet as a co- 
coon and winter- proof as 
waterproof. 


But how can any material be 
all these things, you ask, and 
yet light and ground-gripping 


and fitting even for the high- 
est grades of shoes? 


Modern science has_ given 
Nedlin all these qualities — 
has given it every quality you 
can ask of a sole. And it is 
always the same on any price 
of shoe, whether for man, 
woman or child. 


Ask for Nedlin with the ac- 
cent on the “O.” Ask for 
Nedlin of your dealer who 
should have it or will next 
time, if you tell him you must 
have Nedlin. Also have it 
soled on old shoes in black, 
tan or white—it costs no more. 
And to avoid imitations—mark 
that mark; stamp it on your 
memory: Jledolin— 


the trade symbol for a never changing quality product of 


The Goodyear Tire & Rubber Co., Akron, Ohio 


edlin 


Trade Mark Reg. U. S. Pat. OF 


Better than Leather 


-=| 


- 
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THE WORDS 


GOODYEAR 
WELT 


have a definite meaning in the minds of a constantly 
increasing number of shoe wearers. They mean a shoe 


that is perfectly smooth inside. They stand for 








COMFORT, STYLE AND DURABILITY 








Discriminating shoe wearers understand the interesting 
details of the manufacture of these shoes. There is in- 
disputable evidence that people want and are willing to 


pay for this high-grade type of footwear. 


Have you told your customers you had them? Many 


dealers have found it paid to do so. 








UNITED SHOE MACHINERY COMPANY 
BOSTON . . MASS. 

















Jan. 13, 1917 “TIIE GREAT NATIONAL SHOE WEEKLY” 61 


Do You Need 
Fill-in Sizes? 


We have in stock 75 styles for immediate 
delivery. 


Our grades range from $2.75 to $5.00. 


The styles we stock offer retailers in every 
section an interesting choice of attractive styles. 
If you are filling in sizes and _ preparing 
for immediate business---if you want shoes when 
you need them, get in touch with our IN STOCK 
DEPARTMENT. 


Our shoes are “UNBRANDED” Union Made 
in Brockton and carried IN STOCK for im- 
mediate delivery. 











Let’s get together right now--- 
Write Now 





Stock No. 750% Stock No. 41 


9 
Gun Metal Bal. . .$4.35 Gun Metal Blucher $3.50 
Same in Mahogany Calf $4.75 Same in Dark Russia Calf $4.25 


Diamond HhwEC- 


196 CHURCH STREET 
AT DUANE 
NEW YORK, N.Y. 


PITTSBURGH OFFICE, 302 Lyceum Bldg. 
PHILADELPHIA OFFICE, 406 Central Trust Bldg. 





CHICAGO OFFICE, Lees Bldg. 
DETROIT OFFICE, 213 Bowles Bldg. 
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MILWAUKEE SHOES 





In making FARM WEAR 
shoes we are producing not 
merely a long-wearing line of 
footwear but also one that’s 
made particularly for a farm- 
er’s needs. 


The Only Complete Line of 


Solid Service Farm Shoes 


FARM WEAR shoes will give your 
trade something they can wear from 
the field to the town without em- 
barrassment or necessity of chang- 
ing into less comfortable “dress-up” 
ones. 


FARM WEAR shoes are most com- 
fortable because they’re made on 
a standard extra tread last that 
means an “old-shoe-feeling’’ from 
the first. 









NUNN & BUSH SHOE COMP 


MILWAUKEE, WISCONSIN 


Chocolate 
“FARM WEAR” Cap Blu- 
cher, Single or Double Sole. 
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Farm Wear 


Shoes 


Men’s Welt Sewed, Black or 
ZWEI-TAN 


Men's Nailed, .Black or Choc- 
olate, ZWEI-TAN, ‘‘FARM- 
WEAR” Outin, 
Double or light 
Sole. 











Write for complete details 


of our selling plan today! 


Blucher, 


half Double 
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MILWAUKEE SHOES 


FARM WEAR shoes are made of a 
Special Leather best adapted to 
farm conditions. It’s called ZWEI- 
TAN which means double tanned— 
first in chrome to give it strength and 
pliability then in vegetable to make 
it resist the action of barnyard acids. 


Concentrate upon the 
FARM WEAR LINE 


Because—It’s made to satisfy every 
call you can possibly receive from 
the Farm Wear trade. 


Because—It’s made to fill com- 
letely the wants of both men and 
oys ithe boys’ shoes are duplicates 
of the men’s in every way). 


Because—We want to help you 
make sales for FARM WEAR shoes 
with our advertising helps and 


general selling co-operation plan. 


WEAR” _sixteen-inch 
Hi-Cut, Double Sole. 


ES AO REE DE DDR ETE, 




















a | 


Jan. 13, 1917 “THE GREAT NATIONAL SHOE WEEKLY” 63 






































2S ALR RN NH ICING na eres sae meas 





No. 2166 Women’s Black Vici No. 2847 Women’s Black Vici 


Kid 8-inch Button, Louis Heel, Kid 8-inch Polish, Gray Buck 

Single Sole, Plain Toe, G. W. Top, Single Sole, Plain Toe, 

Cand D,21-2to7. . . . $3.50 Louis Heel, McK. C and D, 
eS te ee a $4.25 


One Million Dollar Stock to Select From 


R-D-SMITH & SONS CO: 


CrmiireaGco 
WMade Good Zn 1IG59Q <= ATITEVER SINCE 


Sener Siem f 
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TIMELY SHOE ILLUSTRATIONS 


You will always find something new and original in the way of shoe illustrations on our monthly 
bulletins. 
Our January sheet contains a number of splendid ideas for shoe clearance sales. Ask us on your 
letterhead to send you a copy. 
It will pay you to become a yearly subscriber to our matrix service and receive each month a series 
of Thirty classy illustrations of Men’s, Women’s and Children’s Shoes, at an average cost of less 
than 15 cents per mat. 

Write us today for particulars. 


AMERICA’S BEST SHOE CUT SERVICE 
Issued Monthly by 


The Waskow Company 


551—557 W. Washington St. 
Chicago, Il. 
The above cut sent postpaid to any address for $1.00. Matrix 50 cents. 
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Announcing ‘Addin Sport Shoes 


For Bowling, Basket Ball, Boxing, Gymnasium, Skating 


Ashland 
Skating 
Shoes 
Each sport requires its own special shoe—and sales of sport shoes are 
increasing everywhere. Are you getting your share or are you over- 

looking a mighty good profit? 

In this advertisement we illustrate Ashland Skating Shoes. Our catalog 
lists complete lines of shoes for every sport. Each and every pair made 
in our own factory from specifications—by experts who know the 
requirements of the sportsman. 


Put in a Complete Ashland Line at a Liberal Margin of Profit 
ASHLAND MANUFACTURING CO. 


Manufacturers Ashland Quality Athletic Goods 


A shoe for 
clamp or 
screws. 


No. 102H. 














For Wholesale and Ketail Salesrooms: General Offices: 
Fancy 10 and 14 So. Wabash Ave., Chicago 43rd and Hermitage Ave., Chicago 
19 Commercial St., Boston hs dF ‘i 
and Los Angeles, Cal 45t t. and First Ave., New York 
Figure Factories: 41st St. and Ashland Ave.—43rd St. and Hermitage Ave.—Chicago, Brainard, III. 
: Ashland . 
Skating Ashland Racing 
Hockey d Hock 
No. 500M. Men’s Shoes _ _ wre 
Seaton Model. To be riveted to Shoes 
skates. 
No. 103 No. 100. 
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Pee a $ Dee A * x pe 
a tetas 


18-FT. GOODYEAR SHOE REPAIR OUTFIT. 


OVER 


$100,000,000 


A YEAR 








is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 

















my 
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These exclusive styles have all been stocked and shipments 


Every sale by you will produce the 


can be made at once. 


profit des 


Excellent op- 


Note the sizes and widths. 


red. 
portunity for select 


i 


into the 


Fine materials have gone 


10n. 


f these shoes. 
take to put above the ordinary shoes into your hands, at 


Workmanship shows the pains we 
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ily 
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prices you are or 
asked to pay 





RRS Re eh 
cack cses 


B; C, 2% to 


A, 4 to 7; B, 2% to 7;C, 2% to7 

A, 4 to 7; B, 24 to 7; C, 236 to7 

A, 4 to 7; B, 2% to 7; C, 2% to7 
B, 2% to8 


1488—AA, 4 to 7; 
1489—AA, 4 to 7; 
to ki Gis Hs A. 896 to Heb BS 


1487—AA, 4 to 7; 
to 7 


to 7. 








of buck. 
A, 3 1-2 to 7; 


»4to7; 


AA. 


21-2to7.......Price $6.50 


imitation wing tip. 


Lot No. 1496—Kid forepart, whole q 
2 1-2 to 8; C, 2 1-2 to 8; D, 


Perforated, 





This firm is a 
big factor in the 





Imitation 
4to7;A, 
Price $5.50 


Dp. 
2 1-2to7. 


Buck to; 
D. 


orated wing tip. 


1-2 to 7; B, 2 1-2 to 8; C, 2 1-2 to 8 


Lot No. 1490—Gun Metal Vam; 


dependable ser- 
of many 


vice 
stores. 





Price $6.00 


lace and back stays. 
AA, 4to7; 4,4 


fio. 
21-2 to7... 


uarter ‘and 
1-2 to 7; D, 


Lot No. 1424—Champagne wi: 
a. 
; B, 2 1-2 to7; om) 


Chocolate kid inls 


McElwain-Barton Shoe Company 


306-8-10 West Eighth Street 


Kansas City, Mo. 
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In Centers of Shoe Manufacture + ¢ ¢ 


MARKETS—STYLE DEVELOPMENTS—NEWS 


BROCKTON 


Making Up Fall Samples 


As regards future prospects and the preparation of samples 
for Fall, Brockton manufacturers are going ahead as usual. 
As regards prices to be put upon these samples, there is as yet 
considerable doubt. The general plan is for the samples to be 
made up according to the various grades produced in the fac- 
tories without prices being put upon them at present. Later, 
as the leather situation develops, figures will be put on the 
samples. In other words, the idea is to wait until just before the 
salesmen start for their territories before putting prices on 
samples. That these prices will represent advanced values 
is a foregoing conclusion. The situation is unprecedented, but 
Brockton manufacturers propose to handle it in a way which 
will be to the best advantage of their customers. The retail 
merchants who buy made-in-Brockton footwear may be sure 
of getting a square deal on prices as well as the best styles, 
materials, and workmanship which brains, 
skill and capital can produce. 


Busy Period for Factories 


All Brockton shoe establishments are 
working practically at full capacity on 
Spring orders. There is an insistent de- 
mand on the part of retail merchants for 
early deliveries of Spring goods. All de- 
partments in every factory are, therefore, 
being speeded to the utmost. The pecu- 
liar conditions which exist in the leather 
market are reflected in the care and 
thought which Brockton manufacturers 
are giving to the taking of orders for 
future delivery. As a matter of fact, 
price readjustments are frequent and the 
policy in general is to accept no busi- 
ness except that for which leather is ‘on hand. 


Shoe Man as President 


Chas. M. Park, treasurer and general manager of The Preston 
B. Keith Shoe Company has been elected president of the 
Brockton Commercial Club for the ensuing year. Mr. Park 
has been a member of the club for many years. He has served 
several years as vice-president and is otherwise prominent in the 
affairs of the organization. Another member of the local shoe 
trade succeeded Mr. Park as first vice-president in the person of 
Joseph Hewitt, who is superintendent of the E. E. Taylor Com- 
pany’s factories and a member of the executive committee of 
the Brockton Shoe Manufacturers’ Association. 


Larger Factory Quarters 
The Dumais Shoe Company, which makes men’s and boys’ 
shoes, has outgrown its factory quarters on Ward Street, where it 
has been located. Two floors of the building formerly occupied 
by Stall & Dean have been leased. The new quarters will be 
occupied immediately. Messrs. Joseph Dumais and M. W. 
Tilton, members of the concern, have charge, respectively, of 
the manufacturing and selling departments. The business has 
grown steadily during the past few months and larger quarters 
are required. In the new location the Dumais Shoe Company 

will add several lines to the present output. 


Brockton Man at St. Louis 
W. A. Wadsworth, for several years identified with the Earle 
Pattern Company of this city, has taken a position as style 





A new style barefoot sandal for 
women, misses and children. Made 
with white canvas uppers, white rub- 
ber soles, and on a specially designed 
last, by Apsley Rubber Co. 


man with the Brown Shoe Company of St. Louis. He left for his 
new post last week. He was presented with a traveling case by 
fellow employees. 


HAVERHILL 


Haverhill’s Part in the Western Trip 

That Haverhill furnished ten of the thirty. members of the 
New England Shoe Manufacturers’ party which visited cities 
of the middle states the past week is pleasing to local trade. The 
fact that the Haverhill concerns represented are among the 
leaders in the city’s principal industry is an added source of 
gratification. The important part which Haverhill has taken 
in this pioneer event emphasizes her position at the fore front 
in shoe production and the broad gauge spirit of Haverhill shoe 
men. Several members of the local trade, who. for various 
reasons were unable to make the trip this year and meet the 
Western men at their own factories, have already promised 
(taking it for granted that it will be an 
annual affair) that they will be enrolled 
among next year’s party. Haverhill is 
justly proud of the strong and steady in- 
dustrial strides she is making through the 
enterprise of every one of her shoe manu- 
facturers. Those who took part in this 
week’s Western trip aré typical of the “go 
ahead” men who are bringing fame and 
fortune to the city. 


Some Who Were Detained 


Several shoe manufacturers who had 
planed to take the Western trip were at. the 
last moment unavoidably detained. It was 
a source of much regret to the party that 
Frank J. Bradley, head of Hazen B. 
Goodrich & Co., was obliged to cancel his 
reservation through an illness which kept him to his room. Mr. 
Bradley was one of the first of the Haverhill men to recognize 
the importance of the affair, and had put himself to business 
inconvenience in making plans to take part. He was dis- 
appointed over his inability to attend. D. Roy Knipe of Knipe 
Bros. Inc., Ward Hill, Mass., was another who had made plans 
to go but was kept at home by illness in his family. Several 
others were prevented by business reasons, from going along. 
Every one, however, indorsed the plan and each expressed the 
hope that he would be able to go next year. 

The annual meeting of the Haverhill Shoe Manufacturers’ As- 
sociation held on the evening of January 2, was attended by 
about 50 members. At the business meeting following the 
dinner, President Butler presided. It was voted to change the 
form of incorporation as originally organized to one similar to 
that of the Haverhill Chamber of Commerce. The number of 
directors ‘was increased from seven to nine for terms of one, 
two and three years. The directors chosen were; for one year, 
Arthur F. Durgin, Herman E. Lewis, Howard H. Gage. For 
two years, Frank J. Bradley, Geo. H. Carleton, W. Herman 
Butler. For three years, Edward M. Rickard, Geo W. Dobbins, 
Geo. E. Woodbury. The annual reports of President Butler, 
Treasurer Durgin and Secretary Child were read and approved. 
There was a general discussion on industrial matters from local 
and general points of view. 


Haverhill’s Business Prosperity 


All records of shoe production in Haverhill were broken during 
1916.- President Butler -of- the Manufacturers’ - Association 
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says that the number of employees of affiliated firms increased 
25 per cent during the first six months of the year, adding that 
without doubt, the average increase of shoe factory employment 
throughout the city during the year was fully 20 per cent. The 
Manufacturers’ Association membership of 25 concerns pro- 
duced 75 per cent of the city’s output of footwear, according to 
President Butler. He says the value of Haverhill’s shoe pro- 
duction in 1916 was in excess of $30,000,000 and that the as- 
sociation’s factories pay roll was over $5,000,000 during that 
period. Speaking of the earnings of employees, President 
Butler says: ““The manufacturers have made many advances 
in wages, in nearly all cases voluntarily, as the cost of living has 
advanced. Changing conditions have met with a view to present 
circumstances our employees must meet, and an eye to the 
future welfare of the industry regarding a reaction which is 
sure to follow. 


Romance in Trade Wedding 


Freeman C. Marshall, superintendent of Emery & Marshall 
Company’s factories, was married on December 30th. The 
bride, Miss Emily Harper, has conducted a millinery business in 
Boston. The marriage was the climax of a romance of twenty- 
five years ago, when the couple met and became betrothed, but 
afterward parted. The ceremony took place at Lawrence, 
Mass. at the home of the bride’s sister. Sherman H. Marshall 
and his son Frederic S. Marshall of the concern were among 
the guests. Among the wedding gifts was a Knights Templar 
charm of gold, studded with diamonds and rubies for the groom, 
from employees of Emery & Marshall Company. 


LYNCHBURG, VA. 


Records Show Huge Gains in Shipments 


According to the leading shoe manufacturers and jobbers, 
the past year proved to be the most successful the Lynchburg 
market has experienced since this city became an important 
factor in the shoe industry. Every manufacturer and jobber 
enjoyed a business which exceeded the most sanguine expecta- 
tion. The shipments of the Craddock-Terry Company showed 
a gain over 1915 of more than one million dollars and a con- 
siderable gain over the best year in the company’s history. 

The joint shipments of the Craddock-Terry Company and 
affiliated companies reflected a gain of two and one-half million 
dollars over the previous year and, according to Mr. Charles G. 
Craddock, gave the concern a total business of between eight 
and one-half and nine million dollars. 

The shoemen are of the opinion that the outlook is extremely 
bright for another prosperous year. Notwithstanding the fact 
that leather continues high and very scarce, the Lynchburg 
manufacturers state that they own an immense quantity which 
they purchased before the more recent advances in price were 
made. On account of this condition, the distributors believe 
that the factories will keep busy for sometime to come. 


CHICAGO 


Style at Marshall Fields’ 


“Our largest display at the present time,”’ said Mr. Kirchner 
of Marshall Fields’, ‘‘is in evening shoes.”” The most popular 
of these is an ivory kid open strap boot with elaborate beading 
which is called the Edyth boot. There is also a lace boot on 
display called the Cinderella which is much on the same order. 
This comes in gray, bronze and all popular colors with con- 
trasting colors in beads. 

Satin is selling very well in flesh pink, pale blue and all other 
dainty colors as well as in gold and silver cloth and in either 
high boots or in slippers. The metal fabrics with a pink. or 
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blue tint are a new feature. These are more attractive than the 
aluminum as a new process has been invented by which they 
are kept from tarnishing. 

In boots gray is the most popular shade, but bronze, fawn 
and combinations are being used extensively. Most shoes have 
Louis heels for while these are really for afternoon wear, they 
are used considerably for the street. 

Street shoes are being displayed in tan, gray and other popular 
shades, some of which have white or other light colored tops of 
buck or kid. 

“Some say in the East,”’ said Mr. Kirchner, “‘that black shoes 
will be ‘the thing’ for Spring wear, but they are not selling very 
rapidly in Chicago. We do sell an occasional black shoe, but 
it is usually due either to the inclement weather or to the fact 
that a lady may be tired of colored shoes and desires a change, 
but this is an occasional happening. 

‘‘White shoes will probably be very good during thecoming year 
and we are selling a considerable number of these at the present 
time. ‘‘Sport and skating shoes are also very popular. These 
come in all colors but principally in tan, black and white. The 
skates may be attached in our repair department.” 


Death of E. E. Smith 


Edward Everett Smith, President of the R. P. Smith & Sons 
Company, died at his home, 5100 Hyde Park Boulevard at 
8 p.m., January 3d. 





E. E. SMITH 
President R. P. Smith & Sons Co., Chicago 


He was born in Clinton County, Missouri, October, 14th, 
1856, and was educated in the public schools of Bloomington, 


' Illinois, where at an early age he commenced his business career. 


In 1888 he moved to Chicago and for thirty years has been 
prominently identified with the business interests of this city. 
He was a member of the Chicago Club, the Chicago Athletic 
Association and the South Shore Country Club. 

December 27th, 1880, he was married at Champaign, Illinois, 
to Addie Thomas, who with one son, Harry Thomas Smith, 
survive him. 

Services were held at his late residence Saturday afternoon. 
Interment was at Rose Hill. 
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BUCKCLOTH 
DE LUXE 








UCKCLOTH Samples will be sent 
on request so that you can see what we 
cannot show on paper—the real beauty 
and style of this new topping: 













With just sufficient luster to give it that 
brightness so much admired—and a sur- 
face as smooth as real buckskin, it is a 
shoe topping de luxe that will enable you 
to completely satisfy your most particu- 
lar patrons. 








Thoroughly practical—cleans quickly and 
well—holds its shape and is durable. 
Good profit builder—and yet economical. 






Write today. 







COLORS 


LIGHT CHAMPAGNE 
LIGHT PEARL 
MEDIUM GREY 


| J. EINSTEIN, In. 2° 
LARGEST SHOE CLOTH WHITE 


OPERATORS IN THE WORLD 
176 William St.. NEW YORK CITY 


Boston St.Louis Montreal 
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Joe Marr at Walk Over Meeting 


Joe Marr, Middle Western Representative for the Scholl 
Mfg. Co., Chicago, was the representative at the Walk Over 
Convention at Cleveland. Mr. Marr has 
been with the Scholl Company for a num- 
ber of years and is one of the best known 
salesmen calling on the shoe trade. 


Scholl Convention Notes 





At the annual convention of - sales- 
men of the Scholl Mfg. Co., which was 
in session at the Chicago headquar- 


C,H. J. MARR 


ters of the company from December 
26th to 29th, inclusive, a large force 
of Scholl salesmen and educators gathered and heard Dr. Scholl 
and other officers of the organization outline the plans for 1917, 
especially the national advertising campaign which has been 
arranged for this year. The promise was heard on every hand 
that 1917 would see the 1916 business doubled, just as 1916 
business had doubled that of the previous year. 

A change in price of the Foot-Eager, effective January Ist, 
which was announced at the Convention, will result in this 
appliance retailing at $2.50 instead of $2.00 as heretofore, but 
the advance to merchants made necessary by higher raw material 
costs is such that at the new retail price the merchants will have a 
wider margin of profit than ever before. 


Personal Notes 


B. F. O’Neil will have charge of the Chicago Office of the 
Rapid Machine Co. in the future. Joseph Duby, the present 
manager, is attending the N.S. R. A. Convention in Cincinnati 
and from there will go to the Rochester Convention. 

The opening of the Golf Shop in the Stevens Building, Chicago, 
was delayed until Monday of this week as it was impossible to 
secure the furnishings in time for the opening January 2nd 
as planned. 

Mr. Bamburger, the buyer of Mandel Bros. Shoe Department, 
is in New York selecting a stock of shoes to be shown during the 


ST. LOUIS 


Busy Days 


The shoe trade, both wholesale and retail, has been marking 
time for the past ten days or so, as a result of the holidays, 
inventory time, annual statements and the seasonal prepara- 
tions for the visits of salesmen to headquarters. Factories, 
however, are working to capacity still to keep up with the 
volume of business on the books for early shipment and there 
has been little or no cessation of work, even to enjoy the holidays, 
aside from the actual holidays themselves— Christmas and New 
Year’s. 

The specialty houses have during the past month been par- 
ticularly busy on their orders for prompt decivery and they 
are still working full forces to keep up with the business which 
they have in hand. This particular branch of the St. Louis 
shoe business is ‘showing remarkable growth and the output is 
now limited practically only by the ability to get the necessary 
materials and the factory capacity, which latter is not only 
being enlarged, but is being pressed well abuve what-has hereto- 
fore been considered the outside limit. 


Clearances Held Off 


Merchants have not as yet announced any clearance sales 
in the St. Louis retail district and there is a disposition to re- 
strict them to the greatest degree possible, putting out at. cut 
prices only such members as are completely broken in the 
run of sizes or are to be discontinued. The likelihood is that 


death. 
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there will be practically no slashing of prices of the old- 
time character and that the sales to be conducted will be handled 
strictly upon a replacement value basis. February 1 will be about 
the time when such sales as are contemplated will be put on, 
for merchants are still selling successfully the seasonable goods 
which they have on their shelves with no apparent. reason for 
cutting prices to move the goods. 


Brown Reports Bigger Gains 


Through an error in giving out the statistics of the calendar 
year’s business the Brown Shoe Company cheated itself of 
some of its glory. The increase for the calendar year 1916 
over 1915, was more than $6,300,000 instead of more than 
$4,700:000 as announced. The December gain was left out of 
the year’s figures entirely. 


Brown Shoe Co. Elects Officers 


The Brown Shoe Company, at its annual election of officers, 
following the annual meeting of its stockholders elected Geo. 
Warren Brown, chairman of the board, John A. Bush, president, 
E. R. McCarthy, vice-president, William Krail, secretary and 
H. S. Hutchins, treasurer. Four new names were added to the 
board of directors, Harry L. Tomnies, general factory superin- 
tendent, George A. Bull, style and design expert, and P. O’Brien 
and George M. Shanklin, leather buyers. These directors were 
re-elected: George H. Moyer, general sales manager, J. H. 
Roblee, G. E. Southwick, Henry Goldman, T. P. Moody and 
E. F. Shaw, in addition to the officers named. 


Preparing for Ad Clubs 


The Advertising Club of St. Louis has in process of com- 
pletion, plans for the entertainment of the Associated Advertising 
Clubs of the World in June next, which with the provision for 
the regular sessions, and expenses of the convention, will call for 
an expenditure of $70,000 to $80,000. Twenty-four com- 
mittees have been appointed which will work under the general 
direction of general convention director J. F. Oberwinder and 
President M. P. Linn of the local organization. One of the 
special features will be an illuminated night parade along the 
lines of the famous Veiled Prophet parade of October each 
year and a pageant on commercial lines, the latter to be pre- 
sented by the Pageant Drama Association and to be prepared 
by Joseph Lindon Smith and Thomas Wood Stevens. It will 
be given in the Forest Park amphitheatre, made famous by the 
Pageant and Masque of three years ago. All the divisional 
meetings are to be held in the municipal courts building in the 
heart of the city. 

Death of W. H: Shelby 


W. H. Shelby, for many years well known to the shoe trade of 
St. Louis and the St. Louis territory died January 4 at Roswell, 
N. M., where he had been ill of pneumonia only a few days. 
Mr. Shelby’s first connection with the St. Louis shoe trade was 
as traveling man for the Hamilton-Brown Shoe Company, which 
concern -he. left to participate in the re-organization of the 
Friedman Shoe Company as the Friedman-Shelby Shoe Com- 
pany. When that company was absorbed by the International 
Shoe Company, Mr. Shelby retired from proprietary operation 
and took again to the road, traveling for the Pedigo-Weber 
Shoe Company, formerly the Sutherland-Pedigo-Farwell Shoe 
Company, for which he was traveling at the time of his 


New Shoe and Leather Club Officers 


The administration of the Shoe and Leather Club has been 
installed and is more representative of the allied trades than it 
has been in the past, superintendents and foremen having 
been dominant in the past. The new staff includes A. A. 
Tilden, Belcher Last Company, president; C. A. Bell of H. E. 
Locke & Co., first vice-president; W. R. Whitcomb, of the 
Dunbar Pattern Company, second vice-president; William Lang, 
Brown Shoe Company, secretary; C. E. Anglim, International 
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Size of mounts 11 in. x 12 in. V. W. Smith, Sec’y 
Pat. Nov. 16, 1915. 


Pat. in foreign countries. No custom duties. 
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More Sales—More Salary 


for Clerks who 


sell shoes assisted by the new method illus- 
trated—a shoe Style Book, containing mounts 
made of the same materials as the shoes in 
your store. This Selling Unit appeals in- 
stantly to the customer. It is quick, convinc- 
ing, interesting. Will cut out useless ladder 
climbing. Will save handling and soiling of 
stock. 

Containers]hold from 10 to 25 mounts, each 
weighing about 9 oz. Easily handled, enabling 
you to show your customers---at a glance 
---all the styles you have in stock. 


Sample Saving System Mounts obtained only 
through shoe manufacturers. Any and every 
kind of shoe reproduced by this 
method. 

This system is a money and time 
saver. Once used, never without. 
Inquiries and correspondence will 
receive prompt attention. 


Some of the Manufacturers 
Operating the 
Sample Saving System 


Rice & Hutchins, Inc. 
Hamilton-Brown Shoe Co. 
Thomas G. Plant Company 
International Shoe Co. 
Regal Shoe Company 

W. L. Douglas Shoe Co. 

F. M. Hoyt Shoe Co. 

Geo. H. Snow Co. 
Williams-Kneeland Co. 
Plant Brothers & Co. 
Sherman Shoe Company 

B. E. Cole & Co. 


Be Soe 
— 


SAMPLE SAVING SYSTEM, Ine. 


Haverhill, Mass., U.S. A. 
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Shoe Company, treasurer, and F. W. Blelock, J. J. Scannell, 
W. L. Dunbar, E. F. Beach, J. H. Bentzen, George Michel, 
W. P. Mason, P. O’Brien and D. C. Foley, directors. 


Small Merchants Favor Stamps 
At a recent hearing had by a committee of the Board of 
Aldermen of St. Louis upon a measure to prohibit the use of 
trading stamps and similar reputed aids to merchandising, about 
fifty of the smaller merchants of the city, including a number 
of shoe merchants of the smaller class, appeared against the 
bill, urging that they had found the stamps of material assistance 
in competing with the larger stores. The City Counselor 
advised the committee, also, that the bill would probably not 

hold, and it is likely that it will be allowed to die. 


Changes in Shoe District 
A considerable number of removals took place the first of the 
year in the smaller shoe houses of the wholesale district and 
some larger ones, as well. The Hart Shoe Company, which 
has been at 1413 Washington Ave., moved to 1308 Washington 


An Exhibit at.the National Shoe Travelers’ Convention of 
a Wide Range of Style and Staple Footwear, Made Up with 
Neolin Soles 


where the concern will have considerably more space than it 
has occupied heretofore. The Lipshitz-Barack Shoe Company, 
which has been at Eighth and Lucas Ave., moved to 1319 Wash- 
ington into large quarters and the F. Levy Shoe Company which 
conducts both a retail and a wholesale store, moved the whole- 
sale department from 811 Lucas Ave. to 1413 Washington, 
the quarters vacated by the Hart Shoe Company. The Fil- 
singer-Boette Shoe Company removed to 1312 Washington 
Ave., where it will maintain its down-town offices and sales- 


| LYNN 


Style and Shoemaking 


The technical stuff is showing up strong in Lynn shoe trade. 
Watch it, Mr. Buyer of Shoes. It meansalot to you. It means 
that 1917 is to say something about shoes that are well and 
properly made. 

To prove it, consider hand made leather. Did you ever hear 
of it, Mr. Buyer? Maybe you have, if you bought a limousine 
for 1917, from your profits of 1916. The auto salesman doubtless 
made mention of the hand buffed leather on the upholstery of 
the car, said leather being hand colored of a shade to correspond 
with the color you picked for the car. Such leather is hand 
made leather, the very finest there is. Look for leather like it 
in the shoe trade, Mr. Buyer. If you do not see in fine shoes for 
1917 the most beautiful leather that ever was made, then 
some North Shore tanners have missed their guess. 
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Worn for Forty Years 


Forty years ago ‘““Ed” Southwick made some wax calf leather 
for knee high boots to wear in the Winter time. He made that 
leather by hand, in the good old-fashioned way. He wore those 
boots for 40 winters, re-soling them as conditions required. He 
recently died at eighty and three, and the boots are still in good 
state, which shows what merit there is in hand made leather. 

Besides hand made leather may be as beautiful as a garden of 
roses. Women admire beautiful coverings for their feet, and 
therein is the opportunity of both tanner and shoe manufac- 
turer, as a noted kid leather merchant points out. Also, it is the 
golden opportunity of the shoe merchant. 


Features in Working Fabric 


Fabric footwear is appearing in Lynn shops. Now for some 
more of the deep technical stuff. Listen, Mr. Buyer, fabric 
uppers usually are cut one eighth of an inch larger all around 
than are leather uppers. That’s so the fabrics won’t fray at the 
seam. Often is it necessary to re-enforce the fabric seam, so 
it will not rip out, or to stay the fabric quarter so it will not 
stretch. Bear these points in mind, Mr. Buyer. They add to 
the expense of shoemaking. So do not expect fabric footwear 
unreasonably low in price. 

Yet there is this advantage of fabric footwear, if it is made in 
staple patterns. It may be cut by multiple dies. That is one 
die will cut two vamps, or two quarters, in a single stroke. It 
may cut vamps from several layers of cloth, one on top of the 
other. So it multiplies production, and keeps down cost, 
which is a very good practise, when shoes are made at a price. 


A 1917 Prospect 


Fabrics and fibre soles must be used. Mosser’s market fore- 
cast for 1917 predicts that people will eat less meat and more 
vegetables in the future, and that as a consequence there will be 
less leather. Style reports from all centers tell of growing 
demands for beautiful shoes. So, Mr. Buyer, concern not your- 
self too much with prices, or with war’s effects, or with leather 
supplies, or with substitutes, but consider the completed shoe, 
the beauty of the workmanship in it, and if it is so well, thorough- 
ly and artistically made that it will delight your customers. 
Believe us, skill in shoemaking, or craftsmanship, is to rise to a 
new pinnacle in 1917. 


Some Actual Costs 


A Lynn manufacturer says he cannot make a pair of good 
black kid boots, nine inches high, for less than $4.25. 

Of other costs he says: 

With white kid at 75 cents a foot it costs $4.88 to make a pair 
of boots. 

With white buck at 50 cents, it costs $3.86 to make a pair of 
boots. ; 

With colored kid at 65 cents, it costs $4.45 to make a pair of 
boots. : 

What has become of the fellows who talked about fixed prices 
on shoes? 

Fewer “Returns” 

Lynn manufacturers say that fewer shoes were returned to 
Lynn shops in 1916 than for many years. They also say that 
fewer complete samples of shoes were made up. 

Under such circumstances, they wonder where the “‘Sample”’ 
shoe stores got their stocks of job lot shoes. 


Buys a House 

Thomas W. Gardiner, Lynn last manufacturer, has bought the 

home of the late W. W. Williams, of Williams & Clark, Lynn shoe 

manufacturers. It is on Ocean Street, one of the fine residential 
sections of Lynn. 


Auto Leather Remnants 


Some North Shore manufacturers use remnants of upholstery 
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Nothing as a Leader or 


Trade Stimulant in Men’s 
Shoes Has Been Offered in the 
Last Fifty Years Equal to This 


EVEREADY SHOE 


We will be pleased to send 
samples of these shoes to 
Retailers with full partic- 
ulars. Send your order Se 
for sample pair at once | 3 | 









EVEREADY SHOES 


395 BROADWAY 
ROOM 1503 


NEW YORK CITY 
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boys and youths. This leather is hand curried, and is of superior 
quality. { ' 
To Wholesale Shoes. 

Willis G. C. Kimball, Jr. of Swampscott, is president and 
Franklin B. Baker, of Danvers, is treasurer of Baker & Kimball, 
Inc., who were recently incorporated to whole- 
sale shoes. Its headquarters are in Boston. 


Sixty Years a Shoemaker 


William W. Williams, age 84, died in Lynn 
last week. He was a shoemaker in Lynn for 60 
years, most of the time in the employ of J. J. 
Grover’s Sons. 

Old and Large 


J. Brown & Sons, Salem, was started in 1833, 
and some of its customers have been buying 
shoes from it for more than 50 years. It is mak- 
ing 8000 pairs of shoes a day. 


Rebates on Rents 


Lynn Realty Co., owners of large factories 
in Lynn, have notified a score or more of shoe 
manufacturers, who are their tenants, that they 
will share profits with them, paying them 
rebates on their_rents. 


Increases in Wages 


A number of Lynn shoe manufacturers have 
agreed to pay increase of 20 per cent in price 
lists for cutting shoes. About 500 cutters will 
get more pay. 


NEW YORK CITY 


D. P. Morse Addresses Merchants 


The annual meeting of the New York Shoe Dealers’ Associa- 
tion, was held January 3rd, in the Morse and Rogers building. 
President Louis Edelstein called the meeting to order and in- 
troduced D. P. Morse of the McElwain, Morse and Rogers 
Company. 

Mr. Morse spoke first of business*conditions and the very 
high scale of the present market. He mentioned as an example 
of this a line of men’s shoes, which they had sold for years at 
$2.25 for which they must now ask $3.15, and at that, if it was 
necessary to go into the market and buy these shoes today, it 
would be required that they be figured at $3.90. As an example 
of women’s shoes, he quoted one which for a number of years 
was sold at $1.60 and for which.the manufacturer wants at the 
present time $4.10, the shoe being exactly the same in both 
instances. Under such conditions he felt that every merchant 
should make it a point to get a profit, not on what he may have 
paid for his shoes, but on today’s replacement values. When 
there is a swing-back from the present high prices, as may be 
expected some time, many retail merchants will find that they 
have a lot of high priced shoes on their shelves upon which 
they will have to take a loss, and to average against this in- 
evitable condition, he felt that they were justified in getting a full 
profit now. 

Ben Jacobsen Speaks 


Mr. Morse then gave the floor to Mr. Ben Jacobsen who 
has been conducting for the past two years or more under the 
auspices of McElwain, Morse & Rogers, a special retail mer- 
chandising service. Mr. Morse added that he has proved the 
sincerity and efficiency of Mr. Jacobsen’s work, and in order 
that it could be fully taken advantage of by the trade he had 
arranged that this service be given to any retail dealer in the 
Metropolitan district in future without cost to them, in the 
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belief that merchants would be benefited: by the better business 
methods that would prevail through the use of an efficient store- 
stocking and bookkeeping system. 

In closing Mr. Morse spoke for a few moments about As- 
sociation work and how heartily he was in favor of it and its 


AL. J. JOSEPH 
President Recording Secretary 
New York Shoe Dealers’ Association 


objects. The very fact of Association meetings bringing to- 
gether men who are competitors, thereby giving them a better 
understanding of each other’s aims, would alone be sufficient 
reason for its existence, and an organization that is co-operative 
is worth infinitely more than its cost. 

Mr. Jacobsen’s talk dealt with Association work and its op- 
portunities for getting out of the shoe industry a fair and real 
return. He gave examples of modern merchandising upon 
efficient lines, and contrasted them with some examples of the 
bad effects of speculative buying, for which the temptation is so 
strong on the present market. He spoke of the value of records, 
particularly those which are so simplified as to be easily kept 
and always available, and added that what can be done in the 
biggest store in the country can be done in the smallest, so far 
as these essentials are concerned. In concluding he said that 
the Association was responsible for the move announced by Mr. 
Morse, and added that the Association had obtained an at- 
torney, whose legal advice is available to members without 
cost. 

New Officers Installed 


Following short talks by Messrs. Jacobs and Gottheim, the 
committee on publicity reported that it will shortly issue free to 
members a Journal pertaining not only to Association activities, 
but to general items of interest and merchandising value to the 
shoe trade. 

Applications for twenty new members were received at this 
meeting. 

Following a recess, the meeting was reconvened, and the 
following board of officers, who had been unanimously nomina- 
ted at the last meeting, was elected by a vote of the Secretary. 
They are: 

President, Louis Edelstein; Vice-Presidents, W. H. Wild and 
J. D. Drucker; Recording Secretary, Al. J. Joseph; Financial 
Secretary, Abraham Siegel; Treasurer, J. E. Friedman; Coun- 
selor, Arthur Joseph; Executive Board, P. Bender, George 
Battaglia, S. Bloomberg, A. Feldman, Sam. Goldstein, I. Gott- 
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E HAVE LEATHER 
--REAL LEATHER 


--PLENTY OF IT. WE 
MAKE TURNS--GOOD 


TURNS--ON ORDER 
ONLY--ALL KINDS... 
HIGH AND LOW.- 
LEATHER AND CLOTH 
“THAT YOU CAN 
SELL QUICKLY AT AN 
EXCELLENT PROFIT. 
WRITE US TODAY. 
GET A TASTE OF 
SHERMAN’S “STYLE 
MERCHANDISE AND 
SERVICE” GOOD 
MANUFACTURING 
FACILITIES INSURE 
GOOD DELIVERIES. 
TRY ATRIAL CASE OF 
SNAPPY BOOT ILLUS- 
TRATED. MADE IN 
BOTH BUTTON AND 
LACE. NOTE SPECI- 
FICATIONS. 


Style No. D2 
As illustrated 


VAMP---GREY KID. 


TOP---8 INCHES, GREY 
CLOTH, BY BY J. EIN- 
STEIN, INC. 


BUT TONS--16 SMALL GREY 
“DANDY” BUTTONS, BY 
UNITED SHOE MACHIN- 
ERY CO. 


SOLE---TURN. SQUARE 
EDGE. BEVEL SHANK. 


HEEL---2 1-8 WOODCOV- 
ERED LOUIS WITH ALU- 
MINUM PLATE. 


PRICE ---$5---5% THIRTY 
DAYS. 


MADE TO ORDER ONLY 


Sherman Shoe Co. 


Roger Sherman, Jr., President 


HAVERHILL, MASS. 
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heimer, Jacob Gross, M. Schoenberg and J: Scharf; Advisory 
Board, Alfred Kohn, A. J. Hart, J. J. Slater and Ben 
Jacobs. ; 

Active Conditions 


Present conditions are very satisfactory with the Diamond 
Shoe Company of this city and Brockton, and there is a very 
good volume of Spring orders on hand according to one of the 
people of that concern. Of course there is very little immediate 
selling, but some orders are coming in for stock goods right 
along and they anticipate a good deal of this sizing up business 
for the remainder of the season. 


The factory is very busy now with work for the Spring, and 
shipments are already being made on those orders calling for 
January delivery and they do not anticipate any delays in the 
handling of the early Spring business. 


A Little Dinner 


Arnold Levy, head of the findings and shoe supply concern 
of that name, recently tendered a dinner at Fleischmann’s, 
Broadway, and Duane to his sales force. Among those present 
were Messrs. Brenner, covering New Jersey; Bernfeld and 
Frohman, New York trade; Siegel, Brooklyn, and Levitt, 
formerly connected with Mr. Levy but now about to take 
charge of the newly opened Pittsburg headquarters of the 
Rapid Button Machine Company. Everybody expressed 
a very hopeful view of business conditions for the coming year. 


Would Rather Sell From Stock 


A rather drastic action is being taken by the Concord Shoe 
Company by refusing orders for future delivery. Mr. Lebovitz 
in speaking of this, asked the question, “‘What is the use of taking 
future orders when you don’t know what you will have to charge 
for your goods?” The house prefers their customers to buy 
goods when they want them. This of course means carrying a 
large stock, and with this and their extra storing space they are 
in shape now and will be for the Spring season, to meet the 
demands of their trade. Present buying is quite strong in fancy 
and novelty lines in the misses’ and children’s shoes to which this 
house confines its effort. 

Mr. Greenbaum with headquarters in Baltimore, has just 
been appointed by the house to visit the trade in Baltimore, 
Washington and-points near there. 


A Demand in Specialties 


White low cuts are beginning to come in to the specialty 
house of the Metropolitan Shoe Company thus early, and it 
will not be very long, Nat Weiss of that house stated, before 
they will begin to make shipments. Incidentally there seems 
to be an increasing call for white boots right now, especially 
from the trade in the South and West. For a while there was a 
falling off in the demand for straight white goods, but evidently 
the trade is awakening to a need for them because a large num- 
ber of orders has been recently received. 

Black and white sales have been so strong that their stocks 
of these goods are entirely cleaned out, and they are also begin- 
ning to find a renewed demand for bronze boots, both locally 
and out of town. 


To Wholesale in Bridgeport 


By mutual consent, H. Sherman, a stockholder of the firm 
has sold his interest and severed his connections with the United 
Slipper Co. of this city. Mr. Sherman intends to enter whole- 
saling, specializing in comfort shoes and house slippers in felt 
and leather goods, making his headquarters at Bridgeport, 
Conn. 

In the past five years he had attended to the outside interests 
of his former house in New York, Connecticut, Rhode Island, 
and Ohio. 
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CINCINNATI 


This is Convention Week—perhaps the biggest week in 
Cincinnati shoedom’s history—and there are only two hap- 
penings in the market that are attracting real attention locally 
—the N.S. R. A. Convention itself, and the visit on Tuesday of 
the party of New England shoe manufacturers who are touring 
to the principal shoe centers in a special car under the auspices 
of the “Boot and Shoe Recorder.”” The story of both of these 
events appears elsewhere in this issue. 


Factories are Busy 


The local shoe manufacturers are keeping exceedingly busy 
filling the enormous bookings which the boys on the road gath- 
ered in at a record breaking pace, while out on their last trip. 
It is noted that while there have been a number of cancelations, 
the proportion has not been, up to this time, as large as that of 
previous years, considering the volume of business as a whole. 


W. H. Pritz Marries 


W. H. Pritz, buyer for the Krohn-Fechheimer Shoe Co. 
started off the New Year by becoming a benedict. Mr. Pritz 
is spending his four weeks’ honeymoon on the Pacific coast, 
and will return to duties at the factory February Ist. 


Resolutions on Death of L. J. Rebhun 


The following are the resolutions which were engrossed and 
presented to the family of the late L. J. Rebhun. 

“‘Whereas, the hand of Divine Providence has removed from 
our midst our late fellow member, Lewis J. Rebhun, and 

“Whereas, It is but just that a fitting recognition of his 
many virtues should be had; therefore be it 

“Resolved, By the Shoe and Leather Club of Cincinnati, 
that, while we bow with humble submission to the will of Al- 
mighty God, we do not the less mourn for our late associate 
who has been taken from us. 

“Resolved, That in the death of Lewis J. Rebhun, this Club 
laments the loss of a member who was ever ready to proffer the 
hand of aid and the voice of sympathy to the needy and dis- 
tressed and whose upright and noble life was a standard of 
emulation to his fellow man. 

“Resolved, That while we deeply sympathize with those who 
were bound to our departed friend by the nearest and dearest 
ties, we share with them the hope of a reunion in that better 
world where there are no partings, and bliss ineffable forbids a 
tear. 

“Resolved, That these resolutions be spread upon the 
minutes of the Shoe and Leather Club of Cincinnati, and a 
copy be transmitted to the bereaved family as a token of our 
respect and veneration for the noble character of a good man 
gone to his rest. F. George Mohr, 

B. C. Bowen, 
Richard Gordon. 
Committee.” 


Competitor’s Notable Tribute 


One of the most impressive tributes paid to the memory of 
Mr. F. J. Fontius, president of The Stone Shoe Company of 
Cleveland, who recently dropped dead in his store, was the 
closing of the Chisholm Boot Shops in Cleveland, during the 
hours of the funeral. Both concerns are located on Euclid 
Ave. and are direct competitors of each other, making the 
tribute all the more impressive and accentuating the unusual 
esteem in which Mr. Fontius was held by all who knew him. 


Activity in Country Hides 


Reports in the local market from Eastern Kentucky are to 
the effect that buyers have been busy in that section buying 
old broken down horses, mules, etc., of the plug calibre, for their 
hides. It is said that this class of animal can be purchased at 
around $5 while the hide alone is worth $8 to $10. The hoofs 
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” The House that Gained a 


Million in its Second Year 


We are two and one half years old 


and show a Million Dollar Gain in 
shipments during the second year 


of our existence 






Our Actual Gain in Shipments in 
1916 over 1915 


We believe that this sets a new record for 
solid growth. We have more than 5,000 ag- 
gressive, active, intelligent merchants han- 
dling our trade-building Specialties—Master- 
bilts, Billikens, Feather-Treds and Mira- 
cles. 


For two years we have made uninterrupted 
consecutive and substantial Monthly Gains. 
We are making St. Louis famous by placing 


$1.025,905.89 


The House of Gains 


Shoe Company 
ST. LOUIS, 


Makers of the Great ‘‘Combined Specialty” Line 





the product of our Six Combined Specialty 
Factories in the principal Cities of this 
Country. 


Energy, efficiency, enterprise and live mer- 
chandise, coupled with our central location, 
have given us the Gain Habit. We produce 
the live sellers—pull with us in 1917 and 
participate in our Prosperity. 





MO. 
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are made into glue, and the carcass into fertilizer. The demand 
for hides is so strong that anything, that has any relation to 
leather is selling actively. : ; 


New Kind of Shoe 


H. Serkowich, Secretary of the Retail Merchants’ Depart- 
ment of the Chamber of Commerce, yesterday received samples 
of shoes made of a composition material in which not a particle 
of leather is used. The shoes, to all outward appearances, seem 
to be made of leather. 

This, coupled with the recent statement attributed to W. L. 
Douglas of Brockton, Mass., and the announcement of E. W. 
Burt, Lynn shoe manufacturer, that the absolutely-no-leather- 
shoe has been achieved as a practical proposition since the calf 
jumped over the moon—taking her skin with her—indicates 
another development of American ingenuity, and if the time 
ever comes when the American working man and woman are 
unable to huy leather footwear there is no danger that in their 
extremity they will take to the European clog. Apparently the 
production of leather substitutes for shoe uppers is making a bid 
for equality with the development of the non-leather sole and 
the remarkable growth in the variety and quality of shoe cloths 
in the last few years. 


PHILADELPHIA 


Routine Business 


Conditions in the retail shoe trade are following the ordinary 
January routine in the opinion of most of the people in this 
branch of the industry in this city. There is a fair volume of 
business right along. and stocks are in reasonably good shape. 

Present market conditions make it extremely improbable 
that January clearance sales will be an important factor in the 
month’s business. There may be some odds and ends to be 
cleaned up, but the merchant, who realizes if he is compelled 
to go into the market to buy new goods he will have to pay a 
considerably increased price over that which he paid for the shoes 
on his shelves, and will be somewhat loath to sacrifice his profits 
on these latter, and it is a fair presumption that a very large 
proportion of the stocks in the retail stores will be sold at regular 
prices. The reductions, when they are made, will be upon sv 
few goods that they will not affect the volume of business in 
regular lines to any appreciable extent. 

Spring goods are not looked for before the early part of the 
coming month, but merchants are making preparation for the 
receipt of the new goods ordered. The earlier shipments of 
course will be largely in the high cut models, and it would seem 
as though a good many cloth tops would come through with 
these goods. The early shipments will include quite a number 
of white shoes, it is stated, and it is the opinion of the trade 
that the demand for white will begin to make itself felt pretty 
early in the Spring season, so that they will want to be prepared 
for this condition. 

In Findings Lines 


Although business is at present a little quiet, as is to be ex- 
pected around the early part of the year, the houses in the find- 
ings and shoe supply field have been finding a general demand for 
their merchandise. The sales of overgaiters in both the men’s 
and women’s lines continue to be quite active although the wet 
weather has had something of a tendency to reduce the volume 
somewhat. * In the women’s lines white, gray, fawn and chamois 
seem to be the most in demand and the eight button height 
prevails. Prices in all lines will probably remain as firm as ever, 
although there is possibly not quite so much buying at this time. 

Those articles which call for steel and wood are especially 
difficult to get from manufacturers, but on the whole, the 
findings houses are getting in a sufficient amount of supplies.to 
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handle their needs for the Spring season. Activity is developing 
in such lines as soft soles, sandals and play shoes, as well as the 
other specialties particularly adapted to the Spring business. 


A New Cloth Top Pattern 


Among other of the offerings in cloth top shoes that will 
probably be quite in evidence in the Spring lines, is one put out 
by M. Elkin & Company, made with Louis heel, patent leather 
slipper foxed. Above’ this is silver gray cloth and around the 
top is a cuff about one inch deep. The top slants from the 
back forward, and has an inverted point at the side giving a 
notched effect along the top, and the effect of a point of the 
black leather down into the silver gray fabric. The boot, which 
is a lace, carries small visible eyelets. The same pattern is also 
worked out effectively in a full black kid, which is also very 
effective. 

Getting Ready for Spring 


J. I. Meany of the wholesale house of J. I. Meany & Co., 
says that 1916 made a very gratifying showing, and the present 
year looks equally bright. The house contemplates starting 
shipment of Spring orders about February Ist, and orders on 
hand will keep their shipping department busy. 

Because of the style demand in Spring orders, Mr. Meany 
feels it will be a long time before people will get back to plain 
footwear, if at all. There is an expectation that the use of cloth 
in women’s shoes will develop even more rapidly. 

Especially with the materials that have recently come on the 
market closely resembling ooze surface leather stocks, there is 
reason to expect he says, that the cloth idea will be a big point 
in the season’s business. 


Factory Notes 


The factory of Nahm Brothers of this city are increasing the 
output of their lines of women’s welt shoes. These are mostly 
in colored novelty styles, and this is the first season that a line 
of this character has been put in. The support of the trade on 
this new departure has been very gratifying. 

Laird, Schober & Co. are making more shoes now than ever. 
They are fully settled down in their new factory and in a position 
to get the most out of their facilities, and so are getting through 
a good deal of work. A great many of their orders call for 
shipment as soon as possible. 

Delays of construction in the new building into which the 
United Shoe Machinery Company will move, 211 to 221 North 
13th Street, have held back the removal, which should have 
taken place around the first of this month. It is now announced 
that they will move from their present location about February 
first. 

The statement is made that Miller Hess Company of Akron, 
Pa., will discontinue their lines of welt shoes in their children’s 
and growing girls’ classes, and will confine themselves to the 
manufacture of mock welts and McKay goods. 

The M. & S. Shoe Company of Baltimore will take up the 
manufacture of McKay shoes in connection with their lines of 
turns. They will make misses’, children’s and growing girls’ in 
the McKays, and will have a production of 1000 pairs a day at 
the start, and from this they anticipate building up to a higher 
figure. 

George Grieb of J. G. Grieb & Sons of this city was in Boston 
last week in connection with the rubber situation, but did not 
make any effort to look over the market. It is announced that 
he will go down for this purpose during the last half of the 
present month. 


Wilmington Morocco Business Acquired 


The Coxe & Lloyd Leather Co. has taken over the business of 
Chambers & Bond, morocco manufacturers in Wilmington and 
will make several additions to the plant. 
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COUNTERS 


HERE is a stability of reputa- 
tion behind “HORN FIBRE” 
COUNTERS. 


Not only were we first with the Idea of a 
fibre counter that could be made better than 
leather and cheaper---but we were the first to 
guarantee iis wear. 


This was a radical step, but we knew what the 
wear qualities of “HORN FIBRE” were and 
our confidence in our product enabled us to 
back the guarantee. 


“HORN FIBRE” COUNTERS are guaran- 
teed to outwear the shoe! 


Better be sure of the hidden places! 


MOUSAM COUNTER CO. 


121 Beach Street 
BOSTON, MASS. 


WILKINSON & REGER FAIRE BROS. CO., Ltd. JOHN C. RUPP CO. 
Philadelphia, Pa. Leicester, England Cincinnati, Ohio 

WILLIAM LINKLATER 
Montreal, Canada 


ULLATHORNE, HARTRIDGE & CO., Ltd. 
Melbourne, for Australasia 
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Annual Banquet of N. S. T. A. at St. Louis 


Shoe Travelers in National Convention 


Emphasize “ Business First” as Association Policy--- Narrative of the 


Big Gathering 


The National Shoe Travelers’ Associa- 
tion on Thursday night, January 4, at 
St. Louis brought to a close its fifth an- 
nual convention, pronounced by the 
members and delegates in attendance, 
from president down, the most success- 
ful in the history of the organization 
and the most largely attended. 

Important action was taken in secret 
session, on two points related to com- 
missions and trade-marked materials used in the manufacture 
of footwear. 

On the former matter a resolution was passed and ordered 
sent to every manufacturer in the country asking for an in- 
crease in commissions of one per cent. The reasons cited were 
that in most cases the cost of living increases fell on men living 
at home, while in the case of the traveling salesmen not only were 
they affected in home costs, but also in practically every item of 
cost in traveling including transportation, hotels, etc. 





Association Strength in Detail 


The entertainment features of the convention included a 
lunch as guests of the Business Men’s League, Wed- 
nesday, January 3, a banquet Wednesday evening, followed by a 
dance, a style show of footwear Wednesday afternoon and a 
smoker Thursday evening. 

The convention preliminaries began Wednesday morning with 
registrations of delegations and the meeting of the Board of 
Governors which appointed a committee on credentials con- 
sisting of A. H. Hopkins of Chicago, Arthur I. Benedict of New 
York, W. H. Goldman of St. Louis, J. W. Naylor of Rochester, 
‘Billie’ Noll of Boston and J. J. Schuler of Columbus. The 
report of this committee was made after careful preparation 
and showed that all but one of the twenty members of the 
national organization were present by delegate or proxy. The 
exception was the Boston Shoe Associates. 


The report of the credentials committee was received and was 
followed by the announcement of the bodies represented, their 
membership and vote and the members for those bodies of the 
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National Shoe Travelers’ 
Association 


Officers and Committees Elected at 
St. Louis Convention 
President—J. J. KALTENBRUN, President, Ohio 


Shoe Travelers’ Association. 

Vice President—ARTHUR I. BENEDICT, New York. 

Treasurer—DAVID DAVIS, (re-elected) Chicago. 

Secretary — FRED W. STANTON (re-elected), 
Boston. 

COMMITTEES 

The following Chairman were elected with power 
to select their associates: 

Legislation, E. E. Evarts. 

Railroads, Hotels and Transportation, A. S. Katz. 

Educational, Jos. P. Byrnes. 

Publicity, C. S. Strayer (replacing old Committee 
on Good of the Cause). 


NEW YORK 
The 1918 Convention City 
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Nominating and Resolutions Committees. The summary of 
this report follows: 
Travelling Shoe Salesmen’s Association of Baltimore, 32 
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A machine of exclusive features 


THE KELLY: :... 
BUTTON MACHINE 


It’s yours for $100—no rent—no royalty—you absolutely 
OWN IT! 

boa KELLY puts on buttons quickest, best and with greatest 
proiit. 

Here are the EXCLUSIVE features: 

An adjustable button shute—running buttons of all sizes 
and styles (Milos, pearls and fancies). ' 

No tubes—to be mislaid. 

A double hopper—with two styles of buttons ready for use. 
A fastener regulator—Adjustable to make buttons loose 
or tight. 

A safety guard—Preventing the scratching of patent tips. 
A pointer—Showing just where the button will be placed. 











Write us 
Price $100.00 —with 100 coils of wire KELLY BUTTON MACHINE CO. 
thirty days t. ob. Baltimore," NORFOLK BOARD OF TRADE BUILDING VIRGINIA 




















“STYLE SHOES FOR SEVENTY (70) STYLES 


STOUT -WOMEN” IN STOCK 
| Sizes 2 1-2 to 12 | Widths AAA to EEE | 


When Stout Women Can Get Stylish Shoes Like These—You Should be 
Carrying Them. They are Trade Builders 























In In 
Stock Stock 





Style B96—Glazed Kid 74-inch Height Style B81—Glazed Kid, Circular Foxed, Style ry & Kid, Circular Foxed, © 
Whole Quarter Boot with Plain Toe, Fine Black Cloth Top, 14 Buttons, 13-8 Plain Toe, Lace Boot, ‘New York Lest, 
Leather Half Louis Heel, Goodyear Welt, Heel, Plain Toe, Goodyear Welt. 24% to 15-8 Cuban Heel, Crawford ss. Out: 
Crawford Arch Supporting Shank. 24 10, E Width; 2% toll, EEE Width. (Not size Top, Goodyear Welt. E 
to 11, E and EEE idthee (Not carri carried in EE idth.) Width; PS to 11, EEE Wi Ag iiNet 


carried in EE Width. ) 
SOLID LEATHER COUNTERS — SOLID LEATHER BOX TOES 


W. B. COON CO., Exclusive Manufacturers ROCHESTER, N. Y. 
Chicago: A. J. Bates Co., 328 W. Monroe St., covering Hlinois, Iowa and Wisconsin. 
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Shoe Travelers’ Delegates and Guests at the Convention 


members, 3 votes; Nominating Committee, Fred W. Stanton 
(proxy); Resolutions Committee, Fred W. Stanton (proxy). 

Boston Shoe Travelers’ Association, 290 members, 29 votes; 
Nominating Committee, W. M. Oakman; Resolutions Com- 
mittee, W. M. Oakman. 

Boston Shoe Associates, Boston, no representation. 

Shoe Travelers’ Association, Chicago, Ill., 143 members, 14 
votes; Nominating Committee, T. J. Davis; Resolutions Com- 
mittee, Ralph Stadaker. 

Ohio Shoe Travelers’ Association, Columbus, 150 members, 
15 votes; Nominating Committee, J. J. Schuler; Resolutions 
Committee, R. B. Collier. 

Shoe Travelers’ Association, Cincinnati, 79 members, 7 votes; 
Nominating Committee, E. B. Haferpen; Resolutions Com- 
mittee, J. J. Walsh. 

Indiana Shoe Travelers’ Association, Indianapolis, 71 members, 
7 votes; Nominating Committee, H. L. Poyneer: Resolutions 
Committee, Edw.. Maurer. 

Michigan Shoe Travelers’ Association, Detroit, 50 members, 
5 votes; Nominating Committee, H. H. Reed; Resolutions Com- 
mittee, H. H. Reed. 

Boot and Shoe Travelers’ Association, New York, 210 mem- 
bers, 21 votes; Nominating Committee, S. A. Macomber; Reso- 
lutions Committee, S. A. Macomber. 

Rochester Association of Travelling Shoe Salesmen, Rochester, 
140 members, 14 votes; Nominating Committee, Jos. B. Byrnes; 
Resolutions Committee, Jos. B. Byrnes. 

Pacific Coast Shoe Travelérs’ Association, San Francisco, 
25 members, 2 votes; Nominating Committee, Harry Sweitzer; 
Resolutions Committee, Jos. Pool. 

Southern Shoe Salesmen’s Association, Boston, 110 members, 
11 votes; Nominating Committee, George L. Starks; Resolutions 
Committee, George L. Starks. 

St. Louis Shoe Travelers’ Association, St. Louis, 50 members, 
5 votes; Nominating Committee, H. H. Bauer; Resolutions 
Committee, J. C. Woodworth. 

Southwestern Shoe Travelers’ Association, Dallas, 47 members, 
4 votes; Nominating Committee, A. S. Katz; Resolutions 
Committee, A. S. Katz. 

Central Association of Traveling Shoe Salesmen, Kansas 


City, 72 members, 7 votes; Nominating Committee, J. Finley 
Clayton; Resolutions Committee, R. D. Hammond. 

Northwestern Shoe Travelers’ Association, Minneapolis, 68 
members, 6 votes; Nominating Committee, Ben C. Davis; 
Resolutions Committee, Ben C. Davis. 

Cleveland Shoe Travelers’ Association, Cleveland, 23 mem- 
bers, 2 votes; Nominating Committee, T. W. Brill; Resolu- 
tions Committee, T. W. Brill. 

Pennsylvania Shoe Travelers’ Association, Pittsburgh, 82 
members, 8 votes; Nominating Committee, H. C. Ogden; 
Resolutions Committee, Charles Auer. 

Philadelphia Shoe Travelers’ Association, Philadelphia, 90 
members, 9 votes; Nominating Committee, Arthur I. Benedict. 
(proxy); Resolutions Committee, Arthur I. Benedict (proxy). 

Iowa Shoe Travelers’ Association, Des Moines, 12 members, 1 
vote; Nominating Committee, Thos. Nixon, Resolutions Com- 
mittee, Thos. Nixon. 

By the time the preliminaries of the convention, including 
the work of the Committee on Credentials, was disposed of the 
noon hour had arrived and as the members and delegates had 
been invited to be guests of the Business Men’s League at 
lunch, adjournment was taken for that purpose. At the lunch 
speeches of welcome were made by members of the hosts’ or- 
ganization and a response on behalf of the convention members 
by G. E. Lippman, of the James Clark Co., president of the 
St. Louis organization of shoe salesmen, which was host of the 
convention during its sessions in St. Louis. 


Schaub Urges Field Secretary 


At the conclusion of the lunch the convention re-assembled in 
formal session and the work which brought the members and 
delegates to St. Louis was taken up in earnest. After the prelim- 
inaries were disposed of, including a welcome by a representa- 
tive of Mayor HenryW. Kiel, of St. Louis, President G. A. Schaub 
read his annual report reviewing the work of the organization 
and its officers during the past year. His report showed that 
there were 1,773 active members divided among twenty local 
organizations of which four were new additions during the past 
year, Cleveland, Pittsburgh, Philadelphia and Iowa. He 
urged closer co-operation on the part of the members not alone 
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Sterling Quality 
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KREIDER’S KICKERS 


WITH 
PROTECTED TOE TIPS 








COPPER 
OR 
LEATHER 





Ahtee, 


WILL MULTIPLY SALES 


Carried in Stock. Immediate Shipment. 
A shoe with unequaled wear. 


The A. S. KREIDER CO. 


123-125 Duane St., New York Cit 
51 N. Third St., Philadelphia, Ba 
923 Penn. Ave., Pittsburgh, Pa. 

1408 Washington Ave., St. Louis, Mo. 
312-318 W. Monroe St., Chicago, IIl. 
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"LACES and POLISHES 
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Silk Laces --- Mercerized Laces. All 
Popular Colors. Fabric tip and Metal 
tip. All lengths from 27 inches to 
81 inches 


WE ARE THE ONE HOUSE THAT HAS MADE 
GOOD ITS PROMISES ON DELIVERIES 


~ We carry in stock, for prompt shipments, all 


the most popular brands and kinds of shoe 
polishes and cleaners ---gross or dozen lots 


WE CAN DELIVER THE GOODS 
The Lincoln Co. 


1602 Locust Street 
St. Louis, Mo. 


Efficient Service 








ONE OF ouR 














At $3.75 it can’t be 
beat. This shoe, on 
our “Cambridge” last is 
certainly some value. 
Vici Kid, single sole, 1 
inch heel, widths D & E. 
Ready to ship—and re- 
member the _ price— 
$3.75. Send your order 
right along. 
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No. 212 





IN-STOCK LEADERS 


Manufacturers 


Condon Bros. Co., Brockton, Mass. 
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The Style Show Was a Success—See Eight of the Reasons Why! 


with the national organization, but also with their local bodies 
as a means of best promoting the welfare of the members and 
the organization itself. He also discussed the claims which had 
been handled for members of the organization, both upon their 
employers and upon the railroads, etc., and showed that much 
had been done for the membership in general. He urged the 
employment of a field secretary to aid in building up the or- 
ganization and its influence and also that the organization’s 
magazine be better supported through the efforts in its behalf 
of the members of the body. He expressed the hope also that 
future conventions would be devoted more to work and less to 
entertainment—in other words that the convention annually 
get down to real business from the very start. He brought out 
the interesting point that the shoe business employs 880 
persons for every million of capital invested, while the next 
best showing of any industry was 358 employees for each mil- 
lion of capital. He closed by strongly favoring rotation in 
office. P 
Fred Stanton’s Work Reviewed 

Secretary Stanton read the report of the proceedings of the 
Board of Governors at its Summer session and then read his 
regular report as secretary of the national body. He reported 
the four new memberships already referred to, and also stated 
that the total membership of the organization was now 1,773. 
He told of the work of the employment department and of the 
number of positions obtained for members, but commented 
upon the fact that many applications were coming in from non- 
members on members’ blanks and urged that this be discon- 
tinued as the organization could not undertake to find positions 
for any outside of its membership at least so long as any of its 
members needed positions. He also reported upon the success 
of the efforts of the organization to obtain preferential treat- 
ment in the checking of the baggage of traveling salesmen. He 
discussed the work of claims collection and the results and 
asked to have the character of claims which should be taken 
up more definitely defined. This feature was left, by the con- 
vention, to the advisory board to pass upon, while the question 
of larger quarters which the secretary referred to was left to the 
judgment of the secretary himself. 

Next came the treasurer’s report, Treasurer David Davis 
showing the organization to be in a healthy condition with $2,- 
189.34 on hand in addition to outstanding moneys due and also 
funds collected after the closing of the books of about $750 
more. 


Reports of Committees 


At the conclusion of the Treasurer’s report the Nominating 
and Resolutions Committees were announced and given until 
Thursday morning to prepare their reports. 

Then came the reports of the standing committees. Chair- 
man E. E. Evarts, of the Legislative Committee reported that 
it had asked the collaboration of various other traveling men’s 
bodies to secure legislation to enable men on the road to vote 
at elections in which they were entitled to vote, even though 
away from home. He said that much progress had been made. 

For the Committee on the Good of the Cause, later changed in 
name to Publicity Committee, Chairman J. J. Kaltenbrun re- 
ported the four new memberships already given. 

For the Committee on Railroads, Hotels and Transportation, 
Chairman A. A. Katz reported the adjustment of many claims, 
the obtaining of better baggage service; the obtaining of better 
hotel treatment and accommodations and also that the com- 
mittee had done much in behalf of the amendment of the Cum- 
min’s law affecting baggage and excess baggage. He said the 
committee had only just begun its real work and promised much 
more in the year to come. 

Action then came up on the appointment of a field secretary 
as recommended by President Schaub and the decision was 
not to do so at present, but the thanks of the convention were 
extended to J. W. Naylor who had done much work along that 
line and who was being considered for a continuation of the 
efforts already begun. 

A permanent committee to prepare memorials to deceased 
members of the organization throughout the year was then 
authorized and named. It includes Jos. B. Byrnes, W. M. 
Oakman and George L. Starks. They will see that suitable 
action is taken upon each case and a memorial sent to the 
bereaved family. 


Style Show and Entertainment 


This concluded the afternoon session and an adjournment 
was taken, many of the members being particularly interested 
in a footwear style show which was staged for the benefit of the 
delegates in the hotel parlors by the Dayton Last Works. The 


display, which was made on living models in up-to-the-minute 
costumes, for street, afternoon wear and evening, was under 
the direction of R. J. Walsh, New England Manager; L. E. 
Goss, Sales Manager; C. H. Crawford of the home office and 
E. F. Bugbee, local representative. 


It proved an attractive 
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This is the Right Shoe to 
Stock Up on 


FOR A 


Permanent, Profitable Boys’ 
Shoe Business 
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“Shrewsbury 


Grain 


Now as ever the 
popular leather 
for substantial shoes 


On the market 
for 134 years 





Green & Hickey Leather Co. 


TANNERS 


7 er protected tips in addition 
to the extra good wearing stock 
make*good wherever sold 

TRY A SAMPLE LOT 
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Shrewsbury, Mass. 


Thomas McCammon 
116 South Street, Boston, Selling Agent 
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VICTOR SHOE CO. 


SALEM, MASS. 
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SKATING BOOTS 


8-INCH HEIGHT 
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**] design and install 
shoe stores complete. 


Consult an expert—without obligation.” 
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of 
a A,B C. and D CALVIN L. GOODWIN CO. 
strap and SIZES WORCESTER, MASS. 
buckle — MFRS. OF SHOE STORE EQUIPMENT=——— 











Trade Marks in Foreign 


Countries 


Do you Realize the —ooy of Protectang your 
Foreign Trade in Cuba, Mexico, the South Amerian 
Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark 
rights in a trade name or mark to the first applicant, ir- 
respective of prior use by another. This allows the 
piracy of valuable trade-marks in such countries. 

The Boot and Shoe Recorder maintains a Patent and 
Trade-mark Department fully equipped to promptly 
handle your applications for Registration of Trade-marks 
in all Foreign Countries, as well as in the United States. 
Address all be uiries to Boot and Shoe Recorder Patent 
and Trade-mark Department, 207 South St.. Boston, Mass. 


Welt 





No. 548 as above, price $3.75 

No. oc Tan Box Calf, price $4.25 

No. 1178 ce $3.75 
High Toe Box Calf, heavy waiies boot 


WESTCOTT-WHITMORE CO. 
SYRACUSE, N. Y. 


SPECIALISTS IN WOMEN’S SHOES AND PARTY SLIPPERS 
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event, the eight models being kept busy the remainder of the 
afternoon displaying the footwear which had been prepared 
for the exhibition by St. Louis and Eastern manufacturers, 
with some possessing a foreign touch by way of spiciness. 

At the banquet in the evening an extension of the afternoon’s 
style show was provided by the equipment of a runway along 
which the models paraded at a level which enabled the guests 
at the dinner to gain a close view of the footwear and the ankles 
above them. From the beginning of the banquet all through 
its continuance there was a procession of models ‘parading this 
runway with fresh examples of the shoe manufacturing art each 
in consonance with the costumes worn. Included in the dis- 
plays were many tasteful two and three toned effects, solid 
colors, high boots, “‘ungapable” pumps, etc. The shoe style 
cabaret lasted until the dinner was practically over, after which 
there was a program of music and an address by George L. 
Starks, who took the place of John A. Bush, president of the 
Brown Shoe Company of St. Louis, who was suddenly taken ill 
and therefore unable to attend. 

After the dinner, which concluded about 10 o'clock, the 
floor was cleared for dancing in which the delegates, guests, 
their wives and sweethearts indulged until well into the morning. 


Details of Thursday Session 


The second day’s session opened at 9.a.m., Thursday and the 
convention almost immediately went into executive session to 
consider resolutions prepared and other matters. Before 
doing so, however, it was voted that despite the attractiveness 
of the style show it was in the interest of the organization to 
dispense with it hereafter, no matter by whom provided and 
also to dispense with sample room displays. The purpose was 
stated as being the necessity for attending strictly to business 
during the short period which was given the organization for 
being together at the time of year at which the convention 
meets. 

During the morning, also, the members who had been granted 
at a previous convention the sum of $1, or ten per cent of the 
annual dues for each member brought into the organization 
waived their claims and the money was allowed to remain in 
the treasury. 

It was decided not to require that member organizations should 
take a name and number to show their membership in the 
national organization. 

Secretary Stanton urged that the advisory board which 
has been operating during the past year be continued, as being 
of much help to the officers, and it was decided that the existing 
advisory board should remain in office for another year. 

The secret session occupied the remainder of the morning 
session the debate being mostly upon the two resolutions already 
referred to covering the problem of commissions on sales and 
the matter of trade-marked materials. Adjournment was 
taken for lunch and during the lunch hour the delegates were 
photographed on the court house steps. 


New President Installed 

At the afternoon session a representative of Governor-elect 
Gardner of Missouri was introduced and welcomed the delegates 
to the State and the city, and incidentally discussed the im- 
portance of a traveling salesman knowing his merchandise as a 
prerequisite to successful salesmanship. In that respect he 
said that the representative of a state should know his common- 
wealth and it was in that capacity he appeared as knowing his 
state and anxious as well as equipped to show the delegates the 
wealth and glories of the Commonwealth of Missouri. 

Then came the report of the Nominating Committee, which 
was accepted, and the selections made were formally elected to 
hold office for the ensuing year. President Schaub then sur- 
rendered the gavel to the new president with hope for a suc- 
cessful administration and assurance of his own support during 
the coming year. The new president also expressed himself as 
feeling the weight of the office upon him and promised his best 
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efforts for 1917, pledging a better and a bigger organization, 
the membership being set at a minimum of 3,000 by next Jan- 
uary and 5,000 by January, 1919. 

Nominations were then made for the next place of meeting, 
New York, Detroit and Cincinnati being placed in the field. 
There was some spirited championing of the various candidates. 
The vote resulted in the selection of New York. 

Resolutions of thanks for the officers, the entertainers and the 
trade press were then passed. and the convention adjourned. 
The evening was spent in a reminiscent smoke in which the 
delegates and guests enjoyed themselves talking over the 
convention affairs and other interesting matters. 

The entertainment of the convention was in the hands of the 
St. Louis Shoe Travelers’ Association, of which G. E. Lippman 
is president and this executive committee of which Mr. Lippman 
is the head:. William Beyersdorfer, J. P. Chambers, J. E. Bruder, 
A. H. McGinness, J. C. Woodworth, William Goldman and 
H. H. Bauer. 


MY FIGHT WITH RISING COSTS 
(Concluded from page 53) 
‘Are the goods wanted?”’ ‘Are they wanted at this 
time?” ‘Are the prices right?” If you can answer 
“yes” to each one of them, it will not be difficult to 
write a successful advertisement. 

The other day, for example, one of our men came 
to me about 1200 pairs of white shoes he had in 
stock. He wanted to talk to me about moving them. 

‘Are they what people want?” I asked. He said 
they were. 

“Ts this the time they want them?’ “Yes,’’ he 
answered again. 

“Is the price right?”’ This time he replied “No.” 

“Well,” I then said, ‘‘we’ll have to adjust that 
price. You say the styles, the time and the sizes are 
favorable, but that the price is unfavorable. The 
price is undoubtedly rather high. We'll cut it and 
do some advertising.” 

The reduction was made and the advertisements 
written. The response was exceedingly satisfactory, 
customers filled the stores, and the 1200 pairs moved 
out of stock. It was comparatively no trouble 
at all to write an entirely successful advertisement, 
for the goods were right, the prices were right and the 
time was right. 

This completes my description of the four methods 
I set out to discuss. Please, as I have requested, if 
I appear to say ‘do this” and ‘‘do that” too much, 
just remember that I am talking from actual ex- 
perience and not from untested theory. The only 
advice I have given is advice which we have used 
here in our own business and found successful in 
fighting rising costs. My hope is that others may 
find it of a little use, too, and that is why I have 
gone to the trouble of writing this article—we can 
only progress as a whole when we freely interchange 
experiences. 

This remarkably pertinent article is reprinted word 
for word and with each illustration from “System,” 
the magazine of business, Chicago. 
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There has been but little trading since the first 
of the year, and this, perhaps has been advantageous 
in’more than one respect. Tanners are sold ahead 
in some lines. Stocks are small, in many cases down 
to bare floors. Delay in transportation, and uncer- 
tainty of freight shipments add to the present stock- 
in-hand situation. Meanwhile any large buying 
movement would be likely to send prices higher, 
and this would so undermine confidence, and seriously 
interfere with present selling movement in shoes. 


There are some rumors of large orders for export, ~ 


but so far as can be learned, these are more in pros- 
pect than in actuality. Buyers for export are in the 
market, and inquiry is general, so that some foreign 
business is likely to be closed at any time, though 
up to date of present writing none of importance are 
recorded. Meanwhile a moderate steady business is 
being received from shoe manufacturers, who, having 
completed their inventories, are taking such lots as 
are necessary to finish up some late orders for season- 


able goods. 
Sole Leather 


The market is generally quiet, but with prices 
held firmly. Tanners have fairly large amounts of 
back orders to fill, and therefore present moderate 
business is an advantage, thus preventing the neces- 
sity of advancing rates at a time most unpropitious. 
The foreign call is very quiet, mainly on account of 
the commandeering of tonnage for the forwarding 
of foodstuffs. Tanners have orders ahead which 
will absorb current receipts, and are content to hold 
prices at same rates as previously reported. Some 
tanners are practically out of the market and have 
withdrawn all quotations. Under such conditions 
last week’s quotations are but slightly modified. 
Dry hide hemlock is nominally 58, 56, 54 and 50c. 
Union sole quotations are 85, 83 and 78c. Orders 
from abroad -are awaiting shipment, but lack of 
shipping space prevents filling. Oak sole prices are 
94 to 97c for best bends and 86 to 88c. for best backs. 
Belting butts are scarce and held from 89 to 92c. 
The prices for offal quoted last week are still held 
firmly. 

Upper Leather 

The market continues the first of the year dulness. 
Much leather is sold ahead and stocks on hand are 
small. Shoe manufacturers are not buying much at 
this time, believing that any large amount of concerted 
buying would result in still further advances. Calf 
leathers, in particular are thus affected. Black 
calf prices range from 70 to 80c. a foot, and colors 
80 to 90c. with some specialties 95c., and white 
calf, $1.00 to $1.10. Side upper leather in finishes 


which resemble calf are in good demand, selling at 
35 to 50c. a foot for black, and 40 to 55c. for colors. 
Some buck finishes in colors are quoted at 65 to 75c. 
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The Leather Market o ee 


There is little snuffed grain in the market. Waxed 
splits are sold ahead, mainly for export. Flexibles 
not active. Patent colt and kid maintain the 10 
cent advance mentioned two weeks ago. Patent 
sides quiet, but firm on a basis of 50 to 60c.: Glazed 
kid is quiet as regards black finishes, but in fancy 
colors and white a fairly good call is noted. 


Hides 


There has been a somewhat better movement in 
hides, and prices are rather firmer than last. week. 
However, trade cannot be considered active. While 
the receipts are practically all heavier haired, thus 
making them more expensive, present prices are 
virtually an advance. New England abattoir hides 
range from 26 to 27c. No. 1 Ohio buffs have sold at 
25c. but 23 to 24c. is a fair quotation, with 27 to 27}c. 
for extremes. Southerns range from 23 to 24c. for 
far points and lc. additional for near points. No siz- 
able sales are reported. 

The Chicago packer hide is nominally the same 
as a week ago, and this, considering the deterioration 
in quality, amounts to an advance. There are no 
large transactions reported. Native steers are held 
at 33 to 33}c., and heavy cows 32 to 32}c. with few 
sales on which to substantiate these values. Texas 
steers are quiet at 32 to 323c. for heavies and 31 to 
32c. for lights. All these prices run about 10c. 
higher than year ago quotations. 

The Chicago calfskin market is firmer than a week 
ago. Packer skins are nominally 50c.; Chicago 
cities, 45c. and outside cities 423 to 45c. New 
York calfskin quotations $5.00, $5.50 and $6.00. 

The foreign dry hide market is quiet, but very firm, 
with No. 1 B. A. held at 45c., Montevideos 50c. and 
Cordobas, 47}c. Wet salted have sold for export, 
frigorificos at 40} to 44c. and saladeros 363c. 


Bankart Succeeds Hollis 


G. Norman Bankart, Dartmouth, ’06, and since that year with 
the A. C. Lawrence Leather Co., has succeeded W. Thatcher 
Hollis as sales manager of the calfskin department. Mr. Bank- 
art’s rise with the company is interesting. His first two years 
there were in the sheepskin department. Then he took over the 
Maine territory for all lines and the following year took the calf- 
skin line entirely for Maine, New York City and State, Newark 
and Philadelphia. Three years ago he took the calfskin line for 
the South Shore and Maine, with which he continued until the 
present promotion came through Mr. Hollis severing his connec- 
tion to take an interest in the New Boston house of C. W. Kep- 
ner Leather Co., as recently announced. 


The floor manager of a Chicago shoe store said 
one day to a salesman who resented a ‘“‘call”; “Don’t 
kick when the boss kicks—if you’re worth correcting, 
you’re worth keeping. He doesn’t waste time cut- 
ting specks from bad apples.” 
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VAUGHAN’S IVORY SOLE LEATHER 


This soling is very light weighing and is the most comfortable leather made for street, dress, and 
sport shoes. Men’s, women’s and children’s footwear in which it is used is selling at sight in every 
one of the hundreds of shoe stores where it is shown. Write for samples. 


George C. Vaughan, Peabody, Mass. 





a — — 


In Stock 
St. Louis Made 
A Beauty and 


A Big Seller. 


No. 745--St. Louis 
made, All Black 
Kid, English 
Walker. 

D width, 2%-6. 


$2.50 




















Keeping the 
Quality Up 


in spite of advancing 
costs will be the policy 





of this company. Prices 


A white embroidered 


must be advanced on 


one strap. Also comes 
in pink or blue. some styles. 


J. J. McMaster tp Rochester, N. Y. 


David P. Wohl 
Manufacturers’ Distributor of Shoes 
1401 Washington Ave. :: St. Louis 
“The Only House of Its Kind In The West’’ 
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SJUUUODOOROROUDOOOUGEDOEGEGEROUOOUOUGUROUGUCOUOOGCUCUOEOOUGOUOECOROCCROOUGERCRGERORRORERGEREROOUOROEUELS CUCCGRECCCRCREROCRERRECRRGCRERRGERGRERCCRERERCEEES i} - 
: Capitalize the Skating Fad_ 

: With This Boot 

: In-Stock to Ship at Once! 

: READ THIS 

3 Kid Vamp Lined, Instep and Waist Supporting 

= Bands, Oak Sole with Chrome Slip Sole, Hand Nailed 

= Heels, Goodyear Welted, Nine-inch Height. 

: Style No. 4920 

= 8 gE Cr ls er res $3.75 

= Width Size 

: Aer ers mre ei. 2% to5% 

= Wh cds co wkseunnneeak wien 21% to 6 

z Style No. 4922 

= PTET Ce er eer ee $3.75 

= Width Size = 
z ie peincadd nhwadataneaiaien 4 t06% a 
: Diss ocke sain Se Wbh bake 21% to 6 = 
F | RRC RAST a RRO S 2 5 es 21% to 5% F 
: ELLEN RRR 21% to 6 E 
: ORDER NOW! : 
= Style 4920 . = 
5 122-124 Powell NEW YORK i 
E Duane St. & . CITY = 





@ 





Th FUSCBCP 0 ws son 


the Fischer Bunion 


Bunion P r otector Protector. They ad- 
Don’t tie up dollars in shoes made on just themselves. 
Bunion lasts. Ask your jobber to 
Instead put in the Fischer Bunion Pro- show you what they 
tector. ore. : 


Your investment will be considerably 
smaller and your sales considerably 


larger, besides it nets you a nice profit. 
THE FISCHER MFG. COMPANY 


With the Fischer Bunion Protector any- 
Sole Owners, Manufacturers, and Patentees 


body can wear the modern, modish shoe 
with satisfaction and comfort. MILWAUKEE, WIS. 











PTI 


Catching Your Eye 


Is OUR duty 


Heeding Our Message 


: is YOURS 
Our Duty is to Help You 
with HOME MANUFACTURE service 


The cost is nominal 
send your problem along 
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Exclusive Shoe Store Furniture 
THE BEST IN THE WORLD. LOWEST POSSIBLE PRICES. 


We Furnish more Shoe Stores than all Other Manufacturers Combined. 








One Customer No matter what the size or 


Has Bought Over 


10,000 


Of This One Design 
of Shoe Store Chairs Alone 


shape of your store is the 


Shakespeare Chairs 


will solve your problem 




















Group of Shakespeare Chairs with Shakespeare Chair, No. 4106, ‘‘show- 

seats down. Most economical space ing seat down.” 

arrangement for shoe store seating chairs. 
ever devised. 


Shakespeare Chairs--the only Chairs ever made Exclusively for Shoe Stores. 
Nothing made to equal them. 





This trade mark on every piece guar- 








- No. 4095 Portable Mirror. The handy 
practical Shoe Store Mirror. Bevel 
Plate Mirror on both sides. Durability 
and light weight. 

$12.10 


antees the best quality of material 
and workmanship. 


We Manufacture 


No. 4061 Fitting Stool. Upholstered 
seat—corrugated leather foot rest— 
special metal heel rest. Guaranteed 
the best and strongest fitting stool in 
the world. Price only $3.85. Will 
outlast five other stools. 


Chairs, Settees, Center Divans, Portable Screens, Statuary Fitting Stools, Wrapping 
Tables, Mirror Screens, Children’s Chairs, Electric Newell Fixtures. 


Group of Shakespeare Chairs with 

seats up. Easy to clean under these 
} 
! 
: 





All kinds of Shoe Store Furniture. 


Each piece made to match your Fixtures. Write for Catalog. 





THE C. F. STREIT MFG. COMPANY 


1047 Kenner Street 


CINCINNATI, OHIO, U. S. A. 
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Process Patented 
Patented J = 12, 


Aug. 19, 
‘S13 





Patented Jan. 12, 1915 


YULO-UNIT 


BOX TOE 


A Success for 

the Shoe Retailer-- 
A Success for 

the Wearer 





It’s that kind of a proposition 
---for there’s a real demand 
for a box toe that will give real 
service. —— 


The Vulco-Unit Box Toe will 
retain its shape under the 
hardest service, it is absolutely 
waterproof and _ perspiration 
proof. 


Mr. Retailer: 


Make sure your manufacturer uses Vulco- 
Unit Box Toes in all your shoe orders. 
There is only ONE Vulco-Unit Box Toe on 
the market. It is made by--- 


Beckwith Box Toe Co. 


108 LINCOLN ST. BOSTON, MASS. 
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BOSTON 


Death of R. H. White © 


R. H. White, head of R. H. White Co., died suddenly of heart 
disease at his Boston home, Jan. 7th, at 5.30 P.M. His family 
was with him at the time. Mr. White would have been 76 years 
old had he lived until Jan. 11th. The death came as a surprise 
to everyone as it was generally supposed that he had been en- 
joying good health. 

Ralph H. White has been known for half a century as one of 
Boston’s foremost business men. He built his business from the 
smallest beginning to one of the great department store enter- 
prises of New England. In his young days he was one of the 
men who formed a bodyguard for Wendell Phillips to escort the 
great anti-slavery orator from his home on Beach Street to Tre- 
mont Temple and back and kept’ the mob from attacking him. 

Born in Hinsdale, Mass., Mr. White was distinctively a self- 
made man, a man of fine tastes, a yachtsman, and an art col- 
lector with one of the finest collections of paintings and sculp- 
ture in New England. He is survived by three children. 


Boston Shoe Travelers Elect 


At the annual meeting of the Boston Shoe Travelers’ Associa- 
tion at the United States Hotel, Dec. 30, presided over by W. 
M. Oakman, tetiring president, George J. Lovely, New England 
representative for the Dalton Co., Inc., of Brockton, was elected 
president. ‘Jack’? Jones, with T. D. Barry Co., Brockton, be- 
came vice-president; ‘‘Billy’’ Noll, of the Foster Rubber Co. staff 
continued as secretary and treasurer; R. T. Rollins, Thomas H. 
Meade and A. L. Puffer received two year terms on the executive 
committee and G. E. Small was elected for the one year term. 


Back From the Coast 


Picking oranges New Year’s Day was an experience of Samuel 
Cohen, wholesale shoe specialist, and his associate, M. A. Pawley 
had while on their extensive trip to the Pacific Coast. 

Although pleasure was somewhat of an incident during this 
trip they were very much impressed with the hospitality extended 
to them all along the line. 

Throughout the West they found shoe merchants had com- 
pleted an extraordinary year in sales with a great deal of en- 
thusiasm existing for another record year. 

Novelties in women’s shoes are running very heavy on the 
Pacific Coast with prices of $15 to $20 not exceptional, but al- 
most in general. White shoes are being shown extensively in 
Los Angeles and Pasadena, and merchants anticipate a very 
heavy white season this Spring. 


Retail Salesmen Meet 


At the monthly meeting of the Boston Retail Shoe Salesmen’s 
Association January 8th, the speaker in the educational program 
was Wm. J. Macfarland, of Boston, who dealt briefly with the 
unlocked process, demonstrating it graphically with shoe ex- 
hibits, and then took up the subject of orthopedics and style in 
orthopedic footwear. The two hour talk proved to be one of the 
most interesting of the series. 

The Salesmen’s Annual Ball is scheduled for February 5th, and 
present indications are that the event will be the most successful 
ever held. 

Showing Dolgeville Line 

Henry I. Patrie, treasurer of the Dolgeville Felt Shoe Com- 
pany, Dolgeville, N. Y., assisted by Mr. Archer of the same com- 
pany, is showing over 600 felt shoe and slipper styles at the Hotel 
Essex. It is seldom that one sees such a number of styles shown 
and it is little short of amazing to step into this sample room 
and be confronted with the different hues of color which these 
600 samples radiate. 

The Dolgeville Felt Shoe Company have just completed and 
placed in working order a very large addition to their plant in 
Dolgeville and are anticipating a very heavy season in their 
particular line. « 





13-8 inch Heel—Growing Girl or Bab 


Same as above with Cloth Top. 


Guaranteed delivery of guaranteed shoes! 








Model No. 1000A * 
Gun Metal Button Boot—Mat Top— ‘| Women’s 


Model No. 1003A i 


Why subject yourself to the worry of de- 
layed and incomplete deliveries of your 
orders when you can get sure and imme- 
diate shipment of these and 23 other styles 
of the famous Belle-of-Broadway Shoe? 


We guarantee quick delivery and we guar- 
antee the shoes. Guaranteed shoes at $2.75 
apiece! 


How can we make a shoe of guaranteed 
wear and sell it wholesale for only $2.75? 
It’s because we specialize on this one grade. 
We focus our whole energy, our complete 
facilities on the single task of making this 
shoe the world’s greatest wearing value at 
the price. No culls are used in the Belle- 
of-Broadway Shoe. Gun metal models are 
cut out of plump, full-weight upper stock. 
Patent leather models are made of the best 


Model No. 1991A 
Patent 8-inch Lace Boot— 
Cloth Top—17-8 inch Concave Heel. 


Model No. 1990A 
ame as above in Button. 


$6975 


WHOLE- 
SALE 


Model No. 1992A 
Women’s 8-inch Dull Kid Button Boot— Patent Button Boot—Cloth Top—Plain 
- " . z Cloth Top—1i7-8 inch Concave Heel. Toe—1 3-8 inch Heel—Growing Girl or 
Doll Last. Sizes, 244 to 8. Widths, Sizes, 244 to 8. Widths, D and E. Single Sizes, 24 to 8. Widths, D and E. Single Baby Doll Last. Sizes, 2 
and E. Half Double Sole. Sole. Sole. 








OUR GUARANTEE 


We absolutely guarantee the reasonable wear 
of every shoe that we make. You can sell 
Belle-of-Broadway Shoes to Pan’ most critical 
customers demanding considerable wear, and 
you will find them highly satisfactory. Should 
a@ pair of our shoes go wrong, and if in your 
good judgment you feel that the fault is ours, 
please return the worn pair to us at once and 
we will deem it a pleasure to give your account 
credit for same; we stand behind every pair. 
You know that we could not make such a 
sweeping guarantee as this unless our shoes 
wear. 








Model No. 1076A 


D and E. Half Double | le. 


chrome patent, a better wearing material 
than bark*tanned. Counters are guaran- 
teed to outwear the shoes. Heels are 
double clinched and can’t come off. Such 
a shoe is bound to make satisfied custorhers 
for you. 


No matter how many cases you want—36 
pairs to a case—any assortment of styles— 
we can supply you at once. All the styles 
are in stock. Check over your stock now. 
Better figure on your future needs as well 
as for “‘fillins.”” Conditions make it impos- 
sible for us to tell how long we can hold 
the price down to $2.75, as we know prices 
will go higher. Order today. 


You will assist us in giving your order 
prompt attention if you will send three 
references as to your responsibility. 


Write for catalog showing complete line of styles 






Model No. 1072A[5 
Dull Kid Button Boot 
—Mat\Top—17-8,inch 
Heel. Sizes, 24% togs. 
Widths,D and E. Single 
Sole. 


LY : 






Sizes, 2 


Model No. 1073A 
Dull Kid Blucher Boot 
—17-8 inch Heel. 


% to 8. 
Widths, Dand E. Single 
Sole. 









Model No. 1044A 
Patent Button Boot— 
Mat Top—l1 3-8_inch 
Heel—Growing Girl or 
Baby Doll Last. Sizes, 
2% to 8. Widths, D 
at E. Half Double 


le. 

Model No. 1051A 
Same as above with 
Cloth Top. 


THE ELBINGER SHOE§MFG. CO., LEBANON, OHIO 


(elle of 


-Stoadway SHO 


TRADE MARK REG. U.S. PAT. OFF. 


to 8. Widths, 
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Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth 


page per issue: 


each 


sixty cents. 
five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 


26 times 52 times 


OSITIONS WANTED: Three cents per word for 
insertion. 
For other ““Want’’ advertisements, 


Minimum amount accepted, 


Minimum 


When advertisers desire re- 


plies forwarded direct to their address, each word of the 
address must be counted in the advertisement and 


paid for accordingly. Answers to ads must be sent 


$2.50 $2.00 
4.75 4.00 vertisement for address. 
7.00 6.00 
9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


Space 1 time 7 times 13 times 
l inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 9.00 7.75 
4 inch 15.00 12.00 10.00 
SALESMEN WANTED 


small to open accounts 


SALESMEN WANTED 


FOR SALE 





| 
OUTHERN SALESMAN WANTED to sell 
boudoir slippers. Must be experienced and 
know trade in Southern States. Correspondence 
addressed to Boudoir Slipper Company, Inc., 324 
Union Street, Lynn, Mass. 





\ ANTED—Hustler for North and South 

Dakota, also Nebraska to sell my short 
popular line of infants’ 1 to 5 “‘First-Step’”’ TURNS, 
also my “quality line’’ of infants’ soft soles. Small 
sample outfit, liberal commission. An exception- 
ally strong side line with an established reputation 
for its high 7 . State full particulars with 
application. > ii. Freeland, Manufacturer, 

ochester, N. Y. Established 1896. 





ALESMAN WANTED—One for Ohio, one for 
the Middle West, with established trade, to 
carry as a side line, men’s and ys’ medium 
grade welt shoes, up-to-date, extra good values 
and styles, suited for the best city trade. Com- 
mission basis. Address A813, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ALESMEN WANTED—Say, what would 
you think of an opening that would give you a 
monopoly of the territory allotted, automobile for 
soliciting, salary and commission, binding contract 
safe for both parties, you to invest from one to 
five thousand dollars in the Company’s securities 
according to the earning possibilities of the _ter- 
ritory allotted? To the right man the above 
opportunity would spell life long position with 
increasing value. Only first-class specialty-men 
or shoe men need apply. Address A815, care 
a and Shoe Recorder, 207 South St., Boston, 
iViass. 








ANTED—tTraveling salesmen for Wisconsin, 
Minnesota, North and South Dakota, 
Montana, lows, Missouri, Texas, women’s staple 
end novelty shoes, McKay and welt, 6 per cent 
commission. Must be producer. Address A812, 
care of Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ANTED-—Salesmen who are in a position to 
carry as a side line our soft soles and infants’ 
5. Every number carried 





flexible turns, sizes 1 to 5. 
in stock ready for immediate shipment and highest 
commission paid. Inquiries solicited from parties 
having an established trade and wishing to connect 
with a thoroughly reliable honse. Give all details, 
territory covered and full references. Goodger & 
Milow Shoe Co., Inc., In-Stock Department, 
Rochester, N. Y. 


‘~ALESMAN WANTED—Man not over 35 to 
sell a leading up-to-date eastern manufactur- 
er’s line of women’s, misses’ and children’s welts. 
Southern and southwestern experience preferred. 
Give age and state what lines you have sold suc- 
cessfully. All correspondence strictly confidential. 
Good opportunity for “‘a live one.” Address A805, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ANTED—Salesmen with established trade, 

to carry line of men’s medium priced dress 

welts, real values. Commission only. Can be 

handled in connection with another line. About 

thirty samples. Address with details of experience. 
Lund-Mauldin Co., St. Louis, Mo. 


ANTED—A live wire in Pennsylvania and 
bordering territory, also New York State, 
to sell as a side line, under liberal terms, the famous 
Fox line of infants’ high-grade soft soles, a line 
which for twelve years has set the yess. Small, 
classy sample outfit. Do not apply unless you have 
a trade acquaintance in your territory. F. J. Fox 
Company, Manufacturers, Rochester, N. Y. 














ys salesmen for all parts of the 
country to sell men’s fine shoes out of 
stock. All shoes made in the Brockton district. 
Address A814, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








HELP WANTED 


ro WINDOW TRIMMER—Excellent posi- 
tion for clever, reliable window man; one who 
excels in the forming of shoes and can trim an at- 
tractive window. Address giving fullest details 
‘*Buffalo,”’” care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ANTED—Experienced shoe clerk, January 
twenty-second, either one competent to take 
responsibility or man with less experience but a 
“comer.” Address with full particulars, H. G. 
Dodge & Co., Waterbury, Conn. 














POSITION WANTED 


A’ shoe buyer or manager open for position, 
eight years’ experience, best of references, will 
go anywhere. Dept. store preferred. Address 
A809 care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 


OUNG MAN, 31, desires position buying 
women’s and children’s shoes for retail es- 
tablishment. Has thorough experience in the 
manufacturing of shoes and has sold retail and job- 
bing trade. Offers splendid system that can be in- 
stalled which shows continuous stock and surplus 
suitable for such a business. Address A807, care 
ae and Shoe Recorder, 207 South St., Boston, 
Mass. 


OSITION WANTED—By retail shoe man. 
Twelve years of practical¥experience in the 
handling of highest grade footwear. Capable of 
buying and managing store. Address A810, care 
a and Shoe Recorder, 207 'South St.,{Boston, 
Viass. 


ACES AND BUTTONS—Factory lines only. 

4 Covering central West. Carrying national ad- 

vertised merchandise. Large retail and jobbing 

trade. Address J. M., care Boot and Shoe Recorder, 
189 W. Madison St., Chicago. 


a experienced shoe man, ca- 
=. pable of management and buying, been in 


Le 

















for age 32, single, German, wants 
good steady position, willing to go to any town or 
city. Address, Schubert, Broadhead, Wis. 











FOR SALE 


ROWING tetail shoe business for sale. Locat- 
ed in a thriving Eastern Illinois city. Out 
of town business requires our time. Must sell at 
once. Will sell at favorable price to purchaser. 
Address A808 care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
OR SALE—One of the best shoe stores on 
Main street. Doing a good business. New 
stock. Long lease. Cater to best trade. Thomp- 
son-Canter Shoe Co., Danville, Va. 








A LIVE opportunity awaits you. Paying shoe 
store fitted up new this season for sale at 
cost of fixtures. holesale business reason for 
selling. Best location in busy city, 30 minutes 
from hasten. Address A802, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


A GILT EDGE 
INVESTMENT 


I have for sale a block of stock in the 








Haynes Henson Shoe Co.,Inc. 


of Knoxville, Tenn. This is a very attrac- 
tive investment. The company is an old- 
established firm and absolutely sound. 
Will bear the strictest investigation. For 
full particulars address Mrs. J. A. Henson, 
1030 N. Broadway, Knorville, Tenn., or 
John W. Green, Sol., Bank and Trust Bidg., 
Knorville, Tenn. 

















LINE WANTED 


ANTED—Line of men’s, misses and chil- 
dren’s medium price shoes. Vermont, New 
Hampshire, northern New York. Address A811, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











WANTED TO PURCHASE 


ANTED—Out-of-date merchandise, dry 

_ goods, shoes, clothing, men’s and women’s 
furnishings, etc. Highest references. Joseph Lan- 
dau, Commission Brokerage, 2002 Beaver Ave., 
Pittsburgh, Pa. 


CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other mercha . Leases taken 
over. We send a representative to 
investigate and make offer upon request 


Max Kalter Mercantile Co. 
106 Grand St., New York City. Phone,Spring9413 























Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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WANTED TO PURCHASE 








We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 


We Pay Highest Cash Value 


VAN PRAAG & CO., 


Shoe Dept., Martia Posner, Manager 


15-17 Greene St., New York, N. Y. 
Telephone 2248-2249 Spring 











Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands 


Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 














Retailers --- Manufacturers 


Surplus Shoe Stocks 
SLOW SELLERS 
HIGHEST CASH PRICES PAID 


Drop a Line to 


A. M. SACKS 


19 Albany Street Boston, Mass. 








Do You Wish to Raise Cash ee 
Entire or surplus stocks of shoes,d: 
clothing and merchandise of al *Ninds 
bought for =~ cash. Short term leases 
taken off on hands. Retail or wholesale 
BEFORE SELLING WRITE US 
PB. A Strictly Confidential 
heya WALKER, Peo yndicate 
NK WALKER 0} eee 
610 BROADWAY, BROO YN, N. Y¥. 
Tel. 2328 Willismebure 
sicnioneemmmients 
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New Shoe Stores 


Peters Bros., Phelan Building; San 
Francisco, Calif. 


Becker Shoe Co., Sheehan Block, Am- 
herst, Mass. 


Weston Shoe Store (Villini August, 
proprietor) Beverly, Mass. 


Gallenkamps, Flannery Building, en- 
tire second floor, San Francisco, Calif. 


Simon & Landauer, Davenport, Pa., 
will open shoe department, March 15. 
Hugo Simon in charge. 








MISCELLANEOUS 








Resident Boston Buyer 
For Jobbers and Large Retailers 


Styles change quickly—it is difficult 
to know where to get the shoes you 
want in a hurry. 

Write or wire your needs. I will fill 
them for you. 


GEORGE GREGORY 
Rice Building BOSTON 

















FISHER 
Trade Mark Reg. 
U. S. Pat. Off. 
HEEL and 
COUNTER 
SUPPORT 


A Help to Weak 
Ankles 
Prevents the Counters of Boots and 

oes from Running Over 


Easil: _— 
For Sale by Ail ‘indings Dealers 
ware of Imitations. 


VARNUM IMPROVED SIZE 
STICKS 





Without With 





U. S. Standard 
Ask Your Dealer For Them 


F. W. WHITCHER COMPANY 
Boston and Chicago 














We Pay Highest Cash Prices 


For Unsalable Merchandise 
SHOES, CLOTHING AND FURNISHINGS 
Send us your goods. We will quote prices. 
If not satisfied we will return goods and 
pay freight both ways. Best of refer- 

ence furnished. 


IONA SALES CO. 


385-387 Broadway New York 











SELL US YOUR SHELF WARMERS 
We will at any time pay 10 to 100, “gt iy of 
Factory seconds, surplus lo’ Fash- 
=, yoo yn ra ants, Wholatas lesale Stocks, 
e have an unlimited ex- 
port xt gullet you can — best 
direct with us. buy merchandise 
stocks of every description a or large, new 
or old style. Cagpenpendonce confidential, in- 
N ; York Ex —y he i ing Co 

— port Purchas: ration 

42 Lispenard St. New ork City 











B. W. aogeen. Pres. 
- DONALD, Vice-Pres 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 





Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


WEEKLY” 95 


MISCELLANEOUS 








READY 


Complete Direc- 
tory of manufac- 
turers catering to 
the Findings trade. 
Two sections— 
Products and Trade 
Names. Alphabet- 
ically arranged. 
Easy to consult. 


One c cop FREE with a year’s subscription 
to SHO INDINGS, the monthly accessory 
journal of the industry. Order today. Pa, 
after receiving first copy. 


Shoe Findings Yayo een st: 

















REECE’S ROCKER BOTTOM 


WOODEN SOLE SHOES 








Used in all 
damp, cold, 
wet and hot 
places 


501. Oil Grain Waterproof Shoe . . $1.65 
507. Black Pebble Split Shoe ... . 1.35 


600. Ten-inch Oil Grain Lace Boot 2.20 
601. Fourteen-inch Oil Grain Regular Boot 3.15 
Send for illustrated catalog 


REECE SHOE CQ., Columbus, Neb. 








Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper made 
which is just the right 
shape to cut out tacks on 
the inside of shoes. 


** Manchester ”’ 






Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of high 
grade tool steel, nickel 
plated with a curved jaw 
that enables vou to cut the 
tacks close to the insole. 


Be sure and specify 
“MANCHESTER” 
curve jaw when ordering, 


Write us direct if your 
dealer cannot supply you. 


Price, $2.50 


Frank W.Whitcher Co. 


Patentees and Manufacturers 
Ch nch 
Boston, Mass. 323-325 so St. 
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The shoes you 
sell become 
either an asset 
or a liability. 
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C. & R. shoes are made and sold on 
a quality basis. In every step of 
manufacturing, the production of 
fine turns for men and women is 
our aim. It is dollars to dealers and 
satisfaction to their customers from 
the sale of C. & R. shoes every time. 


MEN’S AND WOMEN’S TURNED SLIPPERS 


NEW YORK OFFICE: HAVERHILL .. MASS. BOSTON OFFICE: 


W. B. Wynns 89 Bedford Street 
Marbridge Bldg., 34th and Broadway : 


| CHESLEY & RUGG 


SOCK, KOHGHEKE AGO EGG SOKO, SHEKHAR, ORK, RRC ROROHOHNS POHOHEKSONENE MOMOMON OH MeohooMeaMers Meatontaateakeate 
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Jotel la Satie, 


Chicago’s Finest Hotel 


A few hours, or a few days spent at HOTEL LA SALLE 
afford a refreshing relief from the tedium of the business 
or pleasure trip. The most exacting guest finds his wishes 
anticipated, both in the essential comforts and in the 
finer points of service. 


We are familiar with the requirements of the Shoe Trav- 
eling Men;—with the assistance of our popular LA SALLE 
shoe racks at HOTEL LA SALLE, shoe men can display 
a line of 240 shoes in 18 feet, 160 shoes in 12 feet or 90 
shoes in 6 feet of sample space. 


The central location—La Salle at Madison Street—puts 
you in close touch with the city’s activities. 


RATES 


Room with private bath— 





' 


One Person Per Day 


Room with detached bath, $2.00, $2.50 and $3.00 
Room with private bath, $3.00, $3.50, $4.00, $5.00 


Two Persons Per Day 
Room with detached bath $3.00, $3.50 and $4.00 


Double room : . $5.00 to 
Single room with double bed $4.00, $4.50,[$5.00 


Two Connecting Rooms with Bath 


Two persons ; . $5.00 to $8.00 
Three persons ; ; . 6.00 to 9.00 
Four persons ; j . 7.00 to 12.00 


1026 rooms—834 with private bath 


HXotel Ia Salle 


Chicago’s Finest Hotel 


ray \ LaSalle at Madison Street 
v ERNEST J. STEVENS, 


Vice-President and Manager 





$8.00 
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Stock No. S-522 (Unbranded)—Brown 
Cordovan Bal, Cordo Calf Top, Ritz Last, 
Heavy Single Sole, 8-8 Broad Heel. A, 7 to 
10; B, 6 to 10; C and D, 5 to 10. Price $5.50 


Stock No. S-525 (Unbranded)—Dark 
Cherry Russia Bal, Ritz Last, Single Sole, 
8-8 Broad Heel. A, 7 to 10; B, 6 to 10; C 
~ - Serge Price $4.00 


Stock No. 8-516 (Unbranded)—Gun Metal 
Bal, Mat Top, Classic Last, Single Sole, 8-8 
Broad Heel. A, 7 to 10; B, 6 to 10; C and 
PP Ms cnc ep causees bakie Price $3.85 


Stock No. S-512 (Unbranded)—Gal. 26 
Russia Bal, Dark Cherry Shade, Classic 
Last, Single Sole, 8-8 Broad Heel. A, 7 to 
10, B, 6 to 10; Cand D, 5 to 10. Price $4.50 


Buyers in Boston are cordially invited to visit our 
new office at 207 Essex Street —complete line of 


samples on display. 


17 LINES CARRIED IN STOCK-——-REQUEST CATALOG 
HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS 7 


———--_—— $ BOGS. 
NEW YORK BOSTON CHICAGO 
#1A Flatiron Building 207 Essex St. 35 Seuth Dearborn St., Room 406 


Address all Communications to Brockton (Campello) Mass. 
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LACES and POLISHES 


Silk Laces --- Mercerized Laces. All 
Popular Colors. Fabric tip and Metal 
tip. All lengths from 27 inches to 
81 inches 


‘4 




















WE ARE THE ONE HOUSE THAT HAS MADE 
GOOD ITS PROMISES ON DELIVERIES 


We carry in stock, for prompt shipments, all 
PO | ISHES the most popular brands and kinds of shoe 
polishes and cleaners---gross or dozen lots 

WE CAN DELIVER THE GOODS 


Sterling Quality The Lincoln Co. Efficient Service 
1602 Locust Street 


St. Louis, Mo. 


Learn Chiropody 


————- Earn up to $5000 per Year————, 


JULGREGGEDERERRRRRORORERRRRRRRRGRCRRRERORERRRRORRRRRRCRERRCRECRRRGORGRORRRRHRRERCRRRRRGRRRREGRRGRCRRRGRRGRRRRRRRORRE 
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‘One Shine 


On a Summer’s Day--- 


two on a Winter’s day, that’s 





what it ought to be. 


Dirty sidewalks, muddy street 
crossings, troublesome rubbers 
first on then off, all tend to 
destroy the surface beauty of 
shoes. 


These conditions are twice as 
bad in Winter as in Summer, 
and still shoe polish sells 4 to 1 
in Summer against Winter. 


Retailing shoe polish ought to 
be a year ‘round business, help 
make it so. 


Suggest the daily use of Cleve- 
land’s Superb Oil Shoe Polish, 
it will keep shoe leather in 
condition to stand the worst 
climate. 


Alden T. Cleveland Mfg.Co. 


Boston, Mass. 


HOE salesmen have the best quali- 
fications for learning the chiropod 
profession because of their famil- 

iarity with the feet. Many former shoe 
men are now professional chiropodists, 
with possibilities for earning up to 
$5000 per year. The same chances are 
yours, for the field is undeveloped and 
uncrowded. 

The course is easy and requires only 
eight months to complete, and you can 
earn your way through a ng women in 
the Chicago shoe stores. e have ob- 
tained suc sitions for other students 
and will be glad to do the same for you. 

Our course is most complete in 
every detail, and upon eee graduation 
you will receive a diploma conferring 
upon you the degree of D. S. C. (Doctor 
of Surgical Chiropody). 

Graduates are prepared to pass any 
state board examination. 

New classes forming now for January 
2, 1917. Send for literature. 


ILLINOIS COLLEGE OF CHIROPODY 
1321 N. Clark St. CHICAGO, ILL. . 


TITLU 
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“HitcHYour WAGON 
oo TOA 
- WINNER” 
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One of the most novel of the winners in the various classes of the world’s 


wonders is the great ice palace just erected at Saranac Lake, New York, as a 
feature of the winter carnival that brings thousands of visitors each year to that 


famous health resort. 
Ice palaces have been features of Winter carnivals at a number of places 


during the last half century. Canadian cities have constructed notable archi- 
tectural creations of congealed water, and some of the cities of our own North- 
west have had famous structures of the sort. 

Saranac’s ice palace is a great castellated fortress that well simulates the 
mediaeval strongholds of Europe, and is probably as impregnable as they to any 
enemy save the sun. Under his rays the palace will soon melt away. A different 
sort of winners are the Sterling brands whose reputation lasts Summer and Win- 
ter, based, as it is, on merit and performance. 


Sterling Golt Sterling Kid 


for men’s shoes for women’s shoes 


BRISTOL PATENT LEATHER COMPANY, Boston, Mass. 
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HIS Black Velour Calf Bal has Mat top, blind eye- 

lets and Neolin Sole in combination with leather 

heel. It is carried in stock by the Weyenberg Shoe 

Mfg. Co., Milwaukee, Wisconsin, in sizes 5 to 11 and 

in D width only. Here again we find Nedlin Soles 

built into a shoe to give added service and this shoe is 

designed to meet the wants of those who must have 

foot protection and foot comfort combined with good 
taste and judgment in lasts and patterns. 








Jan. 20, 1917 





Mleolin 


Trade Mark Reg. U. S. Pat. Off. 


Better than Leather 





EN’S shoes to retail at $6.00 are popular this 

year and The Copeland & Ryder Co., of Jefferson, 
Wisconsin, are finding a ready sale for this style 64 
which they carry in stock in Dand E widths. This 
shoe is a Gunmetal, G. W. Bal with Mat top, Neodlin 
Sole and Wingfoot Rubber Heel. 




















Jan. 20, 1917 








Mark your Né6lin-soled 
shoes with the Nedlin 
price tag. We will gladly 
send youa full supply on 
request. They are beau- 
tifully printed in four 
colors with ample space 
for price marks. 

















“THE GREAT NATIONAL SHOE WEEKLY” 





‘HIS illustration shows style No. 326 in the line 

of J. E. French & Company, Rockland, Mass. 

This Mahogany Russia Bal is carried in stock and 

retails for $6.00. A similar shoe is also carried in 
stock in Black Gunmetal. 





Attention Value is Selling 


Value—Neolin Soles Have Both 


Forget, for the moment, the 
meteoric rise of Nedlin to popular 
favor. 

Forget its adaptation by over 


four hundred of America’s leading 
shoe builders. 


Forget its economic a in 
retarding the increasing cost of 
footwear. 


Consider NeGlin, please, from 
the standpoint of salesmanship— 
from your standpoint. 


Look upon NeZlin as‘just a shoe 
sole—a sole that you must sell in 
the face of leather soles. 


Stripped of a Nation’s compli- 
ments, what advantages does 
Nedlin offer the retailer ? 


Above all else, it offers news 
value. 


News value so positive ail so 
apparent that even an inferior shoe 
salesman does not fail in deliver- 
ing its message. 

Nedlin is cutting down the re- 
tailer’s selling costs because Nedlin 
is sold more quickly than the 
ordinary soled shoe. 

Sold more quickly because 
Nedlin has every advantage of a 
leathersoleand added features that 


leather soles and rubber soles lack. 


The mention of -any one of 
Nedlin’s advantages arouses a 
customer's immediate attention. 


A recital of all of Nedlin’s ad- 
vantages stimulates an immediate 
sale. The coming of Nedlin has 
made the salesman’s task less 
difficult—has made the customer's 
confidence more certain. 


Nedlin has a definite market- 
able reputation. On shoes of low 
price or of high price, that shoe is 
a better shoe if it has Nedlin soles. 


People are eager for Nedlin's 
longer wear and absolute water- 
tightness. 


They accept NeGlin as superior 
because it is superior to ordinary 
leather soles in every desired par- 
ticular—in its slip-proof, scratch- 
proof, noiseless tread—in its com- 
forting flexibility—in its assurance 
of remarkable all ‘round service- 
ability. 

Nedlin soles do have news value 
—selling value. And shoes 
equipped with them are building 
confidence in the retailer because 
they are delivering confidence 
through service. 


The Goodyear Tire & Rubber Company 
Akron, Ohio 





TS outing bal from the Monarch Shoe Company, 

Racine, Wisconsin, is made in tan or black, oxford 
or bal, with a %-inch or spring rubber heel. These 
shoes retail at $3.00 and the no-slip feature of the 
Neéblin Sole adds much to the value of this shoe. 
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Made of Cabretta skins finished on 
the flesh side. Chrome tanned... 


i 
Mi 


The most attractive to 
high class shoes. . . . = 
In destrable fashionable shades, hdeal in appearance. 


Ce HAYS) Sree SO) OPAL eR ive 
Manufacturers, GLOVERSVILLE.N.U. 


NEW YORK, 88-90 GOLD STREET. | 
Johns 1, Stephens Fatton Leather Co It louis. The 6 Levor Comp. wns) Boston 
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“BEADED TIPS” 


There’s only one Beaded Tip Shoe Lace and 
that one has this Trade Mark on the label 


TRADE 


BEADED 


MARK 
UNITED LACE and BRAID MFG. CO. 


Originators and Sole Menufacturers 
PROVIDENCE, [Auburn] R. I. 


The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men; are carried in stock. You 
ought to have the booklet’ which 

about them. Shall we send copy? 


George StrongCompany 


East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 











McKays and Welts 
For the Up-to-Date Woman 


Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 











THE DR. A. REED 
CUSHION SHOE FOR WOMEN 


Are known the world -over as ? 
the standard comfort shoe for ? 
women. Most any woman : 
once wearing Dr. Reed’s will : 
remain a life-long customer of : 
the store. Only one store in : 








: your locality can handle them— : 
: Biss Glazed WRITE FOR THE AGENCY 3 
| i utton 4 
E yoar Welty. John Ebberts Shoe Co. : 
3 A ent EE, | Stace BUFFALO, N. Y. : 
: 26 to 9. In Stock s : 


CORDO-TAN 


A dye that changes a faded tan or light coloted shoe 
to a rich deep cordovan brown. 


Cordo-Tan gives a permanent color and is absolutely 
uniform. It will make money for you. Send for 75c. 
or $1.50 aaa with 10 cents added for parcel 
post — N 


BLACKFAST DYE—As good for turning them black 


Same Prices 
149 DUANE a 


ELIAS BERLOW _ sew’ York: Ns: 


Phila. Representative, B. Landsberg, 44 N. 4th St., Phila., Pa. 








he matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
Hail 
mena quick andeary llr you 


GEORGE FROST CO., Makers, BOSTON 
C.E, Conover Co., Selling Agents, New York Chicago, Baltimore, St. Louis 

















We stand ready to ship any order in any quantity 
han, eee 

oe Repair Machinery. 

the Len Headquarters for Find- 
i 0». a and Shoe Store Sup- 


of the Shoe Trade 
INTERNATIONAL 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORE, N. Y. 














Mr. BUYER 


_ Don’t forget to visit Kiely’s 

only exclusive White Buck 
Factory, making Child’s, 
Misses’, and Growing Girls’ 
in Welts and McKays. 


Guides furnished by applying 
- to office. 
Kiely, the White Buck King of the East. 


T. J. KIELY & CO. 
LYNN, MASS. 





THIS IS KIELY 
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STOCK NO. 737 Numbers below will 
be continued through 
the season. Deliveries 
can be made at once. 
For complete descrip- 
tion refer to our cata- 
logue. Send for copy 
of this book if you have 


none. 





as 
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Stock No. 737—Gun Metal Bal, Royal ion. Stock No. 733—Gun Metal Bo I Daleched Stock No. 580—Gun Metal Bal, Westmin- 
Price $4.25 Process, Nature Last........... ce $4.25 Se isanseinsatigstonnssed Price $3.50 

= Stock No. 750—Dark Brown Confoven Calf Stock No. 555—Colored Calf on Bronx Stock No. 558—Gun Metal cnt, & N 
= Beal, Royal Last................ Price $4.50 Be vistacennakebnarninementel Price $4.10 Ws 544.0400 000000000066000000 50 
= Stock No. 740—Gun Metal Bal, Park Last. Stock No. 556—Gun Metal Bal, Bronx Last. Stock No. 138—Colored Calf Sheshen Ar 
= Price $3.75 Price $3.50 WU tnnnudccedcdpsawnccencne Price $3.50 
= Steck No. 741—Colored Calf Bal, Yo Last. Stock No. 726—Glazed Kangaroo Bal, Lon- _ Stock No. 139—Gun Metal Blucher, Argo 
= ice $4.25 don Comb. Last. ........cece0- Price $3.90 BOR co ccccissescoscsccsscessed 
= Stock + 3 yy Metal Bal, Beck Neo- Stock No. 729—Gun Metal me. West Stock No. 140—Colored Calf Bal, Fine Lome. 
= lin Sole, Park Last............. Price $3.75 Hind Last. ....ccccccccccccvece Price $3.50 Price $3.50 
= feosks No. » 144—Colored Calf Bal, Tan Neo- Stock No. 714—Glazed Ranges © Blucher, Stock No. 141—Gun Metal Bal, = Last. 
= lin Sole, Park Last............. Price Banker Last...........2++:0+: Price $3.96 Price $2.90 
= Stock No. 732—Kid Bal, ame ~ Process, Stock No. 579—Colored Calf _ * btey 4-7 a No. 143—Colored Calf Button, ats 
= Watch-Your-Step Last.......... ice $4.25 SOP EME. Coccccccccaccesconece eS a | rrr 
: THE PRESTON B. KEITH SHOE CO. 
S Dy MANUFACTURERS 
= Os. A BROCKTON, CAMPELLO STATION, MASS. 
= Se AMP BOSTON OFF ove 207 events STREET 
7 








Are Your Customers Weaties Frayed Ends? 


Do They Enjoy Twisting and Pushing a Piece of Fuzzy | 
String Through Small Eyelets? 


You can easily gain their good will and future orders by selling them 
the best shoe lace made. 


¢HUBTIP” “SSO OEN ae SHOE LACES 


EVERY PAIR PACKED IN AN ATTRACTIVE SINGLE PAIR CARTON. 72 CARTONS 
IN A HANDSOME COLORED CABINET WITH COUNTER DISPLAY EASEL. 


ee 
: “T HERE is no im the ee of “HUBTIP” Shoe Laces, conséquen itly, they 
\ remiain aiways aA permanent black my ver Slip. 


___ Made of fast cc or braid, wi 





*““HUBTIPS’’ pee 3 Look ‘eae, Are Fast Color 
GUARANTEED TO 
NEVER PULL OFF NEVER FRAY OUT NEVER WEAR TINNY 


Made in 27, 30, 36, 40, 45, 54, 63, 72 inch lengths. Put up also in cabinets of assorted lengths. 
Colors, Black or Russet. Send us your order now for trial cabinet. 


Frank W. Whitcher Co. ™xns Boston, Mass., and Chicago, ii. 
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OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


OM Hiswer HES 


LYNN, MASS. U.9.A 





~ 
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=s 8 8 Lllllalalalalelialelalalata 
=" SHOE DISPLAY WORK 
‘. is considered a PROBLEM until you. have .. 
= become acquainted with our extensive line of = 
7 NOVELTY PAPERS = 
‘. For 
s Window and Interior Decorating ‘ 
a 
a” Send for samples, or visit our display room. = 
a ® 
@, DOTY & SCRIMGEOUR SALES CO., INC., 3, 
a. 74 Duane Street New York 


es “se eee “see ee EB 


FB 
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A Treat to the Feet 


MACKS FOOT LIFE 


TIRED, ACHING-. 
PERSPIRING FEET. 


‘Sai hader for THIRTY YEARS 
_Send for @ copy of 


“THE SHOE THAT NEVER HAD A CHANCE” 


MACKS MEDICAL 
333 Fremont St. ia 


RG Rea 8 a8 8 gies 
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HENRY LILLY CO. 


AUCTIONEERS 
88-90 READE ST., N. Y. 


— SALES 
0 
SHOES and RUBBERS 


Every Wednesday and Friday 





2 





HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


We carry a complete stock on the floor. Let 
us send you samples. 





We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 








Strootman Cushion Arch Molds 


Put elastic cheer in your foot-troubled 
customer’s step. : 

They instantly relieve weak, sore and tired 
aching feet because they are light, comfort- 
able, foot-conforming and shoe-fitting. 


UNDER TROUBLED FEET 


are a long-felt want to prevent falling of 
the arch and protect active feet against 
common foot troubles. 
Strootman Cushions are 
built of a high-grade piano felt to give 
plain, every-day satisfaction and make 
new friends for you. 

Write for literature today. © 


scientifically 





Strootman 


Cushion John Strootman, Buffalo, N. Y. 








THE 
HAPPY HIKER 


TAN LOTUS CALF 
WALKING BOOT 


RUBBER-KROME SOLE 
8% IN. HEIGHT, 9-8 HEEL 
BUILT FOR SERVICE 
EXCELLENT VALUE 
2% to 7—B to D $4.50 
IN STOCK 





No. 4406 


) 122-124 Duane St., 
a . NEW YORK CITY = 








bs | 
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SHOE CO. j= 


S010 100 READE ST., N. Y.. 


OVERGAITERS 


White as the driven snow 
Shapely as Venus De Milo 


IN STOCK 
I Fin. I oi 6-5 0:5 05:0, 0 076 5m 61-608 Wi Beckiors $12.00 
Also 
Stock No. 1021—Pearl Gray................. 12.00 
Stock No. 1022—Champagne................ 12.00 
Stock No. 1033—Taupe..............0.ee00. 12.00 
Stock No. 1035—Chamois.................4. 12.00 


Send for Sample Dozens. In Stock 
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“LITTLE CHIEF” coprer tip SHOES 


(TRADE MARK) 


WEAR WELL, 


LOOK WELL, 
FIT WELL, 








PARENT, 






Bees ISTINCTIVE 

4 Shoes for your 
good trade. 
Always alarge 
stock from. 
which you can keep 
sized up. 


As a leader the Crawford 
tone up your Men’s 
Department. 


: Charles A. Eaton Company 


Brockton, Mass. 





EM EMOM ENCE ACEMUMCOh eh 


COMMER MeO NEOMEREENECNEONECACANTOA He. 


GIVING 


ABSOLUTE SATISFACTION TO CHILD, 


IF YOUR JOBBER HASN’T THEM, WRITE US. 


Wm. J. Barry Shoe Co. —Makxers— Lowell, Mass. 


DEALER. 








SQURECCECRCRGROECCCRRCREGERRRRRRRRORURGRRRORREEE 


The Shoe 


OF LONDON, ENGLAND 


AUSTRALIA NEW ZEALAND 
SOUTH AFRICA 
. BRITISH WEST INDIES 


STRAITS SETTLEMENTS, ectc., ete. 


information by reading this weekly paper 


Ameriean Representatives for all 
Foreign Shoe Trade Papers 





SSSSSSLSS TAC SATS SADASASSSASALAASS 


Trades Journal 


Reaches every week the leading buyers of Boots and Shoes ia 


ENGLAND SCOTLAND IRELAND 


INDIA 


CEYLON BURMAB 


American shoe manufacturers desiring foreign trate will receive valuable = 


10 cents a copy $3.00 a year 


Advertising, Subscriptions and Samples, Address 


Franklin P. Shumway Co. 


453 Washington Street, Boston 
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GOLD AND SILVER SLIPPERS ; 
require GOLD ani SILVER MET- 
A {LIC RIBBON for lacesand bows. ¢ 


Pattern No. 8897 
Widths—}4 and % in. ‘ 
10 yard pieces 


FOR EVENING SLIPPERS, OPERA, & 
BALLET TIES AND GYM. SHOES § 


use ‘‘Chandler’s Perfection { 
Double-Face Satin Ribbon’’ 
Pattern No. 750 f 
Widths—} and %& in. f 
* 10 and 50 yard pieces € 
f 
f 
{ 
f 
f 
f 









a eee abe aes 


VYYYUYUOYYUSOUBOER 


4 
yyy 


Colors—Black, White, Silver, Gold, 
and Evening Shades 


Cc. A. BROWNING COMPANY 
30 FRANKLIN ST. - - BOSTON 
AAA AAGAAA AA AAAAAACAAA PALA AAAAAAAAAALARARAGA AAG AALAAGAGALAAAAARARAA Ar 


ELLERS-EVERS-CO-INC 


WOMEN’S 
STORM SHOES 
IN STOCK 


3518 Wo’s All Tan Lotus Lace, Tip, 
12-8 Cuban Heel, Widths B to $4.25 


3517 Wo’s All Black Storm Calf Lace, 
ye a Cuban Heel. Widths 
to 


Swywge 
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*““WEARPROOF”’? LININGS— 
WELTED McKAYS 


© 08 — ST-NEW YOR © 


ESTABLISHED 1884 






Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 











COULTER, Jr. 


Shoe Holders! 


A practical device for holding the shoe 
when being cl d and polished 
Has changeable lasts for men’s and women’s shoes. 


Made with detachable wall bracket, so that the holder B 
can be removed when not in use. 


Useful alike to those who dress their own shoes or 
have others attend to itfor them. For high and low 
oe and for dressing applied by brush, sponge or 
oth. 
Retails for $1.00 and upwards 


Write for Booklet and Prices 





co : 325 ARCH STREET }} 
Re: PHILADELPHIA 









IN 
SATIN SLIPPERS 


FOR EVENING WEAR 


M Made of good serviceable satin, in operas, 
N with and without rosettes. In Cuban or 
i] 1-2 Louis heel to match. Black, white, 
a pink, blue. : 


$1.25 to $1.85 per pair 

















SLIPPER CO. 


116 Duane St. 
NEW YORK, N.Y. 







rEKMS 
3% 10 days: 
30", days, net | 
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FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction os 


‘COLUMBIA COUNTER:CO- 


349 CONGRESS ST. BOSTON, MASS. 


FRANKLIN 
MACHINE CO., INC. 


189 Charles St. 
PROVIDENCE, R I. 


A ENGINEERS 
FOUNDERS 
and MACHINISTS 


Manufasturere 


Bearings, 

Couplings, etc., Iron 

Castings, neral 

Mill Repairs, Special 

Machinery for Tex 

tile Work, i. 

4 Winding Machines, 

Cotton Bat Heads, 
Dressers. 














IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS rrp 
SELL NOW 


NATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 
Cures Sprained Ankles—For Children 
Learning te Walk—FOR SKATING 
Order by Name from 
your Te or Pe ect 

A stock is also carried 
at our ° 
John Lawrie & Sons 
206 S. St. 
Chicago, Ill. 


Nathan Anklet Support Co. 


81-90 Reade St., ‘New York City 
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Undisputed 
Leadership 








Educator Shoes enjoy the proud distinc- 
tion of being the leading line for men, 
women, misses, boys, children and infants. 
Leadership is acquired only through superior qualifica- 
tions. 

Educator Shoes possess the necessary qualifications. 


Thousands of retailers testify to the leadership of Educa- 
tor Shoes. 


Hundreds of thousands of consumers testify to the lead- 
ership of Educator shoes. 


The retailer who is not profiting by this leadership is 
losing good business. 


Educator Shoes are in stock ready for immediate delivery 
in each of our nine wholesale Rice & Hutchins houses. 


WHOLESALE DISTRIBUTING HOUSES 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins New York Co. The Rice & Hutchins Cincinnati Co. 

The Atlas Shoe Co., Boston, Mass. The Rice & Hutchins Atlanta Co. 

The Rice & Hutchins Baltimore Co. Joseph I. Meany & Co., Inc., Phila. 
The Rice & Hutchins St. Louis Shoe Co. 


Rice & Hutchins, Ine. 
20 High Street, Boston, U. S. A. 
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All the News of the Industry 
Condensed for the Busy Merchant 








LATEST |} 
NEWS 























NEWS.0’ SHOES 


SATURDAY, JANUARY 20th, 1917 


NIGHT PRESS EDITION: 





R4v HIDES 
FOR CALF SKINS 


Exchange of Raw Material 

Back to First Principles of 
Trading 

LONDON—The British Govern- 
ment has decided to allow the ship- 
ment of 2,000 raw hides weekly to 
France. This action was made in 
spite of the complaint of leather 
roducers of the shortage of material. 
t is reported that France has a 
surplus stock of calfskins and ex- 
change is made to equalize the 
markets. The hides are. invoiced 
to the Tanners’ Federation and 
there is a possibility of a general 
use of exchange facilities with other 
countries. 


OLE LEATHER 
MARKET STIFFENS 


RUMOR OF TWELVE MILLION 
DOLLAR PURCHASE BY 
RUSSIA 
Meeting Friday to Consider Ex- 
change of Finished Leather 

For Calfskins 


On top of the rumor the Russian 
Buying Commission had placed or- 
ders for immediate delivery of $12,- 
000,000 of sole leather, the Chicago 
market stiffened in price. The stif- 
fenirig of the market as a business 
practice of tanners looks good on 
the surface, but from knowledge 
of sole stuck purchased by manu- 
facturers there is an ample .supply 
on hand to make practically all 
of the shoes contracted for up to 
March Ist, and fully fifty per cent 
of the shoe manufacturers have 
sole leather on hand or on contract, 
for two months in addition. We 
can quote no recent big domestic 
sales at listed prices. 

To arrive at the basis for this 


report of a $12,000,000 purchase by |- 


_Russia, a “Recorder’’ representative, 
got in touch with P. A. Morosoff, 
one of the. Commission on Buying 
_ for the Russian Government, but 
he maintains “diplomatic silence.” 
From information gleaned outside 
of the Commission we have learned 
that some lots of leather have been 
purchased and shipments were being 
made, but the records at the shipping 
docks are not available—manifests 
being declined. 

We have learned that a syndicate 
has for some time been anxious to 
sell q quantity of sole leather to the 
Russian Government in exchange 
for a quantity of raw calfskins, 
which up to now the Russian 
Government has not wanted to part 
with. If this exchange can be 
brought about it will do much to 
relieve the calfskin situation. The 
meeting of the interested parties 
took place Friday. At latest hour 
we can get no confirmation of the 
success of the plan of modern 
“bartering” of goods for raw mater- 
ial—a consummation heartily sought. 








EATURES 
THIS WEEK 


EDITORIALS OF THE 
DAY ; ae 
The Western Tour 
and Its Accomp- 
lishments 


INDUSTRIAL CON- 
FERENCE COM- 
MITTEE MEETS 


THE TOUR OF THE 
WEST ; 
Narrative of a Unique 
Event 
SPIRITED CONTRO- 
VERSY ON SHOE 
MATERIALS . 
At N.S.R.A. Conven- 
tion 
WINDOW DISPLAYS 
AND SHOW 
CARDS:. .. .°. 
New Ideas a Weekly 


Feature 


THE WEEK IN 
TON ete Tae a 
ESSENTIAL ELE- 
MENTS IN SUC- 
CESSFUL RETAIL- 
ING roa 
By S. P. Davis 
THE FARMER’S 
TRADE AND HOW 
TOHOLDIT. 
By Frank B. White 
ADVERTISING AND 
SELLING HELPS 
And a Remarkable 
Cut Service 
THE RUBBER 
‘REALM . 
THE LEATHER 
MARKET 
IN CENTERS OF SHOE 
MANUFACTURE 
ROCHESTER STYLE 
SHOW REVIEWED 
WANT ADS AND OP- 
PORTUNITIES 
BUYERS’ EASY REF- 
ERENCE PAGES 
11-13-15 


17 


BOS- 


53 


55 


65 


72 
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HANAN ON FIFTH AVENUE 


The wooden shed of the con- 
tractor around. the corner site of 
Forty-Third Street and Fifth Avenue 
keeps from view a new store front of 
Hanan & Son. A day and night 
shift of workmen are kept busy pre- 
paring the interior and exterior 
so that an opening may be made in 
February. : 





GHOE MFRS. 


MEET IN 


EXECUTIVE SESSION 





Only Bona-Fide Manufacturers Per- 
mitted in Sessions 


Publicity TTabooed; Editors Excluded and 
Merchants Asked to Withdraw 


The National Boot and Shoe 
Manufacturers’ Association met at 
the Hotel Astor, New York City, 
January, 17th, and the sessions were 
made strictly executive. The pre- 
vious day was spent in committee 
the decision was reached 
to exclude all members of the 
trade other than shoe manufacturers. 
This is the first time in four years 
that secret sessions have been at- 
tempted and prior to that the 
meetings always were open to the 
general trade. 


~ 


As Usual—50-50 on Results 


Inasmuch as the press was not 
given admittance we can but report 


JOHN S. KENT 


Re-elected President National 
Boot and Shee Manufacturers’ 
Association 


the program and quote such ex- 
tracts from the speeches as were 
officially voted suitable for pub- 
lication. 

The news of the day has so much 
in it on the subject of leaks that we 





might add that this convention, like 
Washington, runs true to form. 
Nothing transpired in the session 
that might not have been well 
uttered in full publicity. “i 

The members in attendance re- 
solved themselves into “bulls” and — 
“‘bears’’ ‘on each side of the subjects 
discussed, and from the exclamations 
and applause which punctuated the 
sessions, the meeting was spirited. 
We have it on good authority that 
the entire discussion resolved itself 
into a 50-50 proposition, “‘bulls”’ vg. 
a oe the accent where you 
wisn. 


The Subjects Debated 


Following President Kent’s mes- 
sage and Secretary Wile’s report,. 
papers were read by the following 
with a debate on each of the prob- 
lems: The subjects and the speakers | 
were: Sole Leather Situation—John | 
A. Bush, of Brown Shoe Co., St. 3 
Louis; Kid Skin Situation—F. R. 
Briggs, of Thos. G. Plant Co,, 4 
Boston; Calfskin and Side Leather 
Situation—John W. Craddock, of | 
Craddock-Terry Co.; Findings, Sup-— 
and Substitutes—H. E. Staysomz 

- M. Hoyt-Shoe Co., Manchester, - 
N. H.; Labor and Hours: of - 
acme gr ae P. Hazzard, of R..P. 3 

azzard Shoe Co., Gardiner, Me; 
General Business Policy and Con- 
clusions—President John S. Kent, 
of M. A. Packard Co., Brockton; | 


-Report of Conference Committee © 


with Wholesalers and Retailers re- 
garding Future Policy—Henry W, 
Cook, of A. E. Nettleton Co., Geman 
cuse; Human Element in Business ' 
—Richard: A. Feiss. - as 
The annual banquet of the As- | 
sociation was held in the Grand | 
Ball Room of the Astor, and the 
attendance, as usual, was | 
for annany in the industry was | 
given the opportunity to a 
$10.00 ticket. whi Yh —: ae 
The speakers of the evening were: | 
Hon. Warren G. Harding, tor — 
from Ohio, on “Commerce and — 
Civilization”: Frederick -T. Fish, 
on “Co-Operation Among Business 
Men’’; Rev. Dr. Clarence A. Bar- _ 
bour, on “A Man’s a Man for A® ~ 
That”; and William H. McElroy, — 
humorist. ti 2 
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ARTER ENTERS. 
CHICAGO 


MACDONALD- KILEY PLANT 
MOVED 





NASHVILLE, TENN.—J. W. 
Carter & Co. of Nashville, will 
start about March Ist. an additional 

lant at Chicago Ave. and Green 

treet, Chicago. Ill.. for the manu- 
facture of men’s fine welts. A 
five year lease has been secured for 
the building which has six stories 
end baxement, and contains about 
47,900 sq. ft. 

J. W. Carter & Co., ‘recently 
bonght out the business of the 
Macdonald & Kiley Co. of Cincin- 
nati and are moving the machinery 
and equipment, to their Chicago 
factory. 

They will adopt in this factory the 
same lasts and patterns which were 
used by the Macdonald & Kiley Co. 
in the manufacture of the welts 
which they made in Cincinnati. 
Wim. J. Condon for. eight ycars 
superintendent of the Macdonald 

Co. will be the superinten- 


& a 
dent of the new factory. 
New Line in February 


The concern will he known to the 
trade as The J. W. Carter Chicago 
Co.. but is owned and operated by 
J. W. Carter & Co. of Nashville, at 
which place are the general offices 
of the company. 

The Chicago line will be ready 
early in February and wil! be car- 
ried by J. W. Carter & Co.'s thirty- 
three salesmen who will carry this 
fine in addition to their regular 
line. The samples will be shown 
over the entire country from New 
York to California where the Nash- 
ville line is at present being sold. 

Martin A. Phelan. now Western 
Sales Manager for the Armour 
Leather Co., has entered the firm asa 
partner and will have general charge 
of the Chicago plant. 








EDUCING STOCKS 
IN CHAIN STORES 


LOUISVILLE, KY.—The man- 
ager of a local store, which is one of 
a chain operated by a large eastern 
concern, recently received a letter 
from the operating company. signed 
by the president and reading as 
owes “‘Whereas it has been our 

nlicy during the last two years 
+ make very liberal purchases in 
‘advance of our wants, I feel that the 
time has come when we should 
abandon this policy and run our 
stocks down to the lowest possible 
‘amount consistent with serving our 

. Consequently | would like 
to have you, in the future. confine 
your purchases to your immediate 
needs, and make the bills as small a 
pomible. I think this is best even 
though 7 may go very much 
higher. believe it is better for us 
to pay the advance than to continue 
the policy as we have in the past. I 
trust that you will bear this in mind 
and work along these lines with 
_ your best effort.” 





SHOWING IN BOSTON 


The lines of footwear produced in 

Btoughton, Mass.. by Upham Bros. 
are being shown at Hotel Exsex by 
Mexers. A. A. Mead, B. J. Lockwood 
nd W. L. Haynes. 


AMBLES RIGHT 
ALONG DOES 
THIS REPAIRER 


MIAMI, Ariz.—Half-eoleing shoes 
with u “fliver’’ is.the latest wrinkle 
here in the cobbling trade. Hans 
Schmidt is the inventor of the idea. 
Schmidt arrived in Miami some 
weeks ago and decided to open a 
cobbler’s shop. When he looked for 
a location, however, he found stit- 
able quarters hard to find and rents 
prohibitive. At last in despair he 
turned to his “fliver.” Schmidt 
built a new body about nine feet 
high. In this he installed the neces- 
pow! shoe-repairing machinery. to- 
gether with a cook stove and a fold- 
ing bed. Every day now, he may 
be seen driving to. some favorable 
location. Upon reaching his post 
he stops the car but leaves the 
engine running with the gears in 
neutral. A _ belt attached to an 
overhead shaft furnishes the power 
to drive his machinery. 

When the day's work is over, 
Hans slips off the shaft-belt, shoves 
the clutch into low. then into high, 
and rambles out of town. In some 
sheltered spot he stops the machine, 
unfolds his bed, lights the stove and 
camps for the night. 

He is now said to be working on 
an invention to be attached to the 
magneto. which he hopes to perfect 
so that it will awaken him each 
morning, make up the bed, make the 
colfee and start the engine running. 


EW LEATHER 
HOUSE 


ST. LOUTS—W. P. Erhart, who 
has represented the Moench tan- 
nery interests in the St. Louis dis- 
trict and Charles H. Stix. who has 
represented a number of leather 
specialty concerns, have formed a 
new company to be known as the 
Stix-Erhart Leather Company which 
will represent a number of non- 
competing lines in and around St. 
Louis. Both the members of the 
new concern are well and favorabl 
known to the Western trade emai 
long service in the territory adjacent 
to and within St. Louis. 


EBB BILL 
ADVOCATED 














ST LOUTIS—The local delegation 
which will attend the Foreign Trade 
Councit in Pittsburgh, January 27th 
will go prepared to urge united sup- 

ort of the Webb bill now pending in 

‘ongress, which legalizes combina- 
tions of commercial interevts in the 
development of foreign trade and 
renders them free of danger of prose- 
cution under the anti-trust laws. 
The delegation will include a num- 
ber of shoe men who are espevially 
interested in the increase of the 
foreign trade of St. Louis. some of 
whom are already operating outside 


of the borders of the United States. 


ENATOR 
HARDING ON 
““COMMERCIALISM” 


Senator Harding said: “The shoe 
doesn’t make the man. but foot wear 
in its making is an index to human 





| 


achievement, and we Americans 
are the best shod‘and American boot 
and shve manufacturing is the best 





developed in all the world TIT have 
no personal prejudices favoring the 
industry but ‘ can never forget 
that in every experience traveling 
in Europe, I feel the same thrill of 
pride to note the seemingly boasting 
sign proclaiming—‘Real American 
Shoes.” I challenge the contradic- 
tion of my claim that we are the 
best shod people on the face of the 
earth. The surpassing, industrial 
and commercial development which 
this assembly represents, the ‘mir- 
acle of little more than one genera- 
tion. is distinctly Americam It is 
evolution worked out in the com- 
bination of genius, talent. and the 


irresistible American commercial 

tendency. We are freely cciticised 
. . , 

for our commercialism.. We are no 


more commercial than other as- 
pies peoples. It is a favorite 
ing at the United States, but it 
is unjustified, and would not be 
distinctly peculiar to us if the truth 
were established. Europe is today 
torn by war but is never without 
the thought of the commercial 
pois which will arise with the 
oped for dawn of peace. Our com- 
mercialism has been ridiculed 
abroad and inveighed against at 
home. Abroad it is inspired by 
envy. At home it is the fad of the 
non-producing idealist or the non- 
practical agitator.’’- 


OVERNMENT 
REGULATES 
SHOEMAKING 


England Enrolls Shoe Factories 
in Place of Nationalization 
of Industries 


LONDON—Indications point to 
the boot and shoe manufacturing 
industry coming under the control 
of the Ministry of Munitions. and 
the “Shoe Trade Journal” announces 
that a committee of presidents of 
the Boot and Shoe Manufacturers’ 
Associations, which have all along 
been acting as an Advisory Com- 
mittee, have prepared a set of sug- 
gestions and submitted them to the 
Government Committee on Produc- 











tion. 

The scheme provides for the 
division of the country into eight 
areas, in each of which a committee 
of manufacturers is to be appoin 
who shall assess to each factory the 
quantity of Army—and possibly 
civilian—boots to be produced in 
it, fix quantity of material required, 
and fix a flat-rate price for Army 
work for the whole district. There 
are many details yet to be worked 
out, but the above is the scheme in 
broad outline. The district com- 
mittees are to have access to the 
whole of the firm's costings, and 
inside certain limits will exercise a 
rigid control. 

The scheme has been already 
submitted to and accepted by a 
number of local associations or 
federations of manufacturers, and 
committees appointed. 





S. J. BROUWER OPENING — 
UNUSUAL ‘SHOE BUILDING 
IN MILWAUKEE 


On the day the New England Shoe 
Manufacturers’ Tour visited Mil- 
waukee, The Family Shoe Store of 
S. J. Brouwer Shoe Co, 322 Grand 
Avenue. was officially dedicated. 
The features of equipment. venti- 
lation and service are the most 
unusual in the country and a full 
account of same will be featured in 


EATH OF 
SIMON WEIL 


NEW YORK. Jan. 13—Mr. Simon 
Weil, a retired manufacturer of 
women’s shoes, died Thursday at his 
home, No. 111-2 St. James’ Place, ~ 
Brooklyn, at the age of eighty. He 
was born in ey ying formerly 
was president of E. Weil & Co.. in 
Manhattan. He was a member; of 
Mount Nebob Lodge, F and A. M., 
and the Brooklyn Masonic Veter- 
ans’ Association. He leaves his wife, 
four sons and three daughters. 


OPEN MINDEDNESS A VIRTUE 


If what men believe, in matters 
that touch life rather than its 
externals, is of comfort to them: or 
steadies them in shifting waters; 
or gives them a thought of brother- 
hood; or makes them more just and 
considerate; or in any possible way 
helps them through with the com- 
lex work of: living, then those he- 
iefs should be let alone. For in 
the things of life. none of us is wise; 
not one of us can tell why his little 
finger moves in answer to his will, 
nor why a blade of grass is larger 
than it was yesterday: still less do 
we know of things of the spirit. 
Or, to quote from “Bijly” himself, 
“Not one of us can tell why a 
black cow which eats green grass 
gives white milk!’ 

No, this is not a sermon; its 
just a few casual remarks upon 
matters which are not directly con- 
nected with business, but upon 
which we know that business men 
occasionally bestow a thought. Else 
Mr. Miller would not have written. 
And there’s no collection to be 
taken, nothing at all to follow. ex- 
cept (the printer willing) a period. 


[ ITTLE SHINES 





“Dinnis,.” said Pat, “and what 
is bacteria?” “Well,” replied Pat, 
“it’s a little insect that’s back in 
the interior iv the wa-ater. But it 
isn't always- called by the same 
mame. In Germany it is called a 
germ, in Paris a pararite, and in 
Ould Ireland it would be called a 
microbe.” 





Perhaps you know the young 
man in the country who had a 
tender passion and took his “girl” 
some flowers. 

“How kind of you.” said che, “ta 
bring me these lovely flowers. 
are so beautiful and fresh. 1 thi 
there is some dew on them yet.” 

“Yea,” said the young man in 
great embarrassment, “there is: but 
I am going to pay it off tomorrow.” 





“Man discovered in shoe store 
arrested.” says Boston Globe head- 
line. [t looked like poor salesman- 
ship to treat a prospect thus. but 
after a while the story explained 
that the man was ¢frested, nut for 
being discovered in a shoe store, but 





next week's issue. 


on « charge of larceny of a pair of 
. icks.”” - 
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ASSOCIATION 
EMPHASIZES 
BUSINESS SIDE 





MINNEAPOLIS, Minn. — The 
Northwestern National Shoe Tra- 
velers Association voted Jan. 6th 
to retain the present name as long 
as possible. This name was adopted 
at a meeting in December last, the 
idea originating with George J. 
Nichols, who represents the Pingree 
company in this territory. Dele- 
gates to the recent St. Louis Con- 
vention . from the Northwestern 
offered this resolution at the con- 
vention and a_ lively discussion 
ensued. The only change made by 
the Northwestern association was 
to add the word “National.” — 

Lively interest is manifest in the 
Northwestern association by the 
members and discussion in current 
matters is taken part in by all those 
in attendance at the monthly meet- 
ings. Frank B. Rawson introduced 
a motion that the name of the 
association be changed to the 
“Northwestern Banquet and Picnic 
Association” and the motion was 
seconded, but did not come to a 
vote. Mr. Rawson explained upon 
being question by the chair that 
the association took more interest 
in banquets and picnics than they 
did about saving money for the 
members, and one item in particular 
was that the local transfer prices 
were too high. Upon this explana- 
tion Mr. Rawson was appointed 
chairman of a special committer to 
confer with the transfer men of the 
city, in the hopes that some conces- 
sions may be made. A 

The annual banquet and installa- 
tion of officers took place January 
twelfth. 





TRADE AMBASSA- 
DORS ARE DINED 





ST. LOUIS—A considerable num- 
ber of ihe sales forces of .all the 
houses are already in the market, 
while others arc coming in and 
all will:be on the road again by the 
end of the month with the new sam- 
ples in their trunks and tog 1 se 
digest of the advertising helps 
which are to be given the salesmen 
and the merchants by the houses. 
The International Shoe aeney 
brought in it« sales forces in relays, 
none of the three houses calling’ in 
its entire force at one time. The 
Brown Shoe Company, however, 
had all its one hundred and twenty 
sulesmen at headquarters the cur- 
rent weck and in addition to the 
usual proceedings gave the men a 
bunquet at the American Hotel 
Wednesday, January 10th, to at- 
tend which, Chairman Geo. ; 
Brown returned from the East. 
The men immediately thereafter 
made their departure. The Hamil- 
tun-Brown salesmen are in and also 
these of the other houses ‘which 
make a practice of drawing their 
roadmen into ae twice a 
year for inspirational visits. 

During the visits of the sales 
forces (p headquarters, the individual 
salesmen were given some very 
clear information as to the reasons 
for the increases in price as well as 
- the shortage of materials in order 
that they might reinforce the re- 
tailers in their campaigns to educate 
the consuming public as to the 
cause of higher prices. 


‘LEARANCES AND 
ONE WAY OUT 


LOUISVILLE, KY.—While gen- 
eral clearance sales of various kinds 
and under various titles are being 
operated in Louisville, most of these 
sales are of novelty shoes or stock 
purchased especially for sale pur- 
poses. The dealers for the most 
part are endeavoring to hold their 
staple lines intact, figuring that 
there is not the slightest possibility 
of lower leather prices between now 
and next Fall, and figuring that they 
would have to rebuy the goods at a 
oss. 





Styles and Smiles 








Smile a while 

And while you smile 
There's still more style 
And soon there’s miles 
Of styles and smiles 

And while there’s style 
There's sales worth while 
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LAZED KID PRICE 
COMMENT 


PHILADELPHIA, PA.—Chas. C. 
Schmidt of the Keystone lLeuther 





look for 1917 so far as glazed kid is 
concerned, said that a forecast would 
simply be a guess, “er gon is 
up in the production of leather 
from hides to labor, and there is no 
indication of any reduction so far as 

rices are cencerned, although it 
bis his opinion that prices will not 
be likely to go very much further 
ahead, if any. The fact that orders 
have been placed for large quantities 
of stock -and the possibility that 
high prices will mean a_ lessened 
consumption of materials and prob- 
ably fewer pairs of shoes sold, would 
besufficient reason for this condition. 

At the present time the weg | of 
the company is running pretty close 
to 75 per cent of the capacity of the 
plant, which is as high an output as 
the supply of skins and available 
labor will warrant, and this output 
will enable the house to take fairly 
good care of current orders. 


TRAVE! ER BYRNE 
ROCHESTER 
PRESIDENT 


ROCHESTER, N. Y.—Jan. 9. 
At the annual election of the Roches- 
ter Association of Traveling Shoe 
Salesmen held ay at Power's 
Hotel the following officers were 
elected to serve during 1917: Presi- 
dent, Jos. J. Byrne of John Kelly, 
Inc.: Vice-President, Frank Rice of 
Utz & Dunn Co.; Treasurer, Roy F. 
Schneider (re-elected) of John Kelly, 
Inc., Secretary. Fred S. Brill (re- 
elected) of Chas. A. Eaton & Co. 
Mr. Byrne who bas been an im- 
portant factor in the development 
of the association wav unanimously 
elected and the thorough methods of 
Fred S. Brill and Roy F. Schneider 
earned their re-election. Frank Rice 





was a strung candidate for the oftice 


Company in speaking of the out-| q 





of Vice-President owing to his active 
work in the association. officers 
for 1917 will undoubtedly add a 
notable year to the record of the 
association. 


GOUTHERN 
SALESMEN DINE 


BOSTON—The twenty-sixth an- 
nual banquet of the Southern Shoe- 
Salesmen’s Association was held 
at the Copley Plaza, January 11th, 
1917. Enlivened by song. dance 
and story, members and guests of 
the Southern Shoe Salesmen’s As- 
sociation, to the number of nearly 
one hundred, passed an evening of 
a. in the Grill Room. 

Retir ng President John Mc-Elan- 
ey was in charge and, although 
anything in the nature of set speeches 
was taboo. took occasion to remind 
his audience that it is hard work 
alone that will bring the member- 
ship of this,’ the oldest shoe trade 
organization in the country, where it 
belongs. This feeling was echoed 
by the incoming President T. E. C. 
Johnson who said that the officers 
alone cannot achieve the desired 
results—that all must work for the 
common good. 

George R. Starks reporting briefly 
on the work at the recent convention 
of the National Shoe Travelers’ 
Association further emphasized the 
necessity of numbers, if the local 
and national organization are to 
accomplish any great or lasting 
benefit. The new _ vice-president, 
Guy Moses. who must be congratu- 
lated for his good work on the En- 
tertainment Cemmittee, talked but 
—_ although he danced a good 
eal. 





Much sympathy was expressed 
and treasurer, F. W. Stanton, who 
was unable to be present, being 
—— to his bed with a severe 
cold. 


‘THIEVES GET HAUL 
IN SHOE STORE 


NEW ORLEANS—Yegemen roh- 
bed the Imyerial Shoe Store, in 
the early aye of January 8&8 
and got away with $1250.64 taken 
from two safes in the office. The 
thieves evidently desired to travel 
light with their plunder as they took 





only cash, forgetting’ that in these. 


days of high prices a few boxes of 
shoes would be almost as-valuable a 
haul. They also wisely left behind 
some one hundred certified checks. 
The cash was the receipts of the 
store from the Saturday night sales 
received too late tu be placed in 
bank. The — could not aa- 
certain how the thieves entered the 
store but believe it was done by 
way of the roof. 


Abbps LADIES’ LINE 





Tieburg’s, hitherto exclusively a 
men’s shop, has made un amazing 
growth in the six months of its 
extablishinent and now employs 
nineteen salesmen having, started 
with six. The holiday trade was 
excellent. high grade shoe going 
much better than the cheaper ar- 
ticle. The firm his opened a women's 
department with shoes retailing 
at from $13 to $18 «a pair and the 
new department has done a splendid 
business ducing the first few weeks of 
its establishment. 













































RISCO SHOE Vs 
IN RETAIL STORES 


SAN FRANCISCO—The 
Francisco shoe merchants are una 
mous in the assertion that the 
ing month of 1916 was one of t 
most profitable ever experienced 
the trade in this city. In spite 
the continued rise in prices 
grade shoes are in heavy dema 
the fancy tops for women sti 
greatly in the lead. uring 
past two weeks with the coming « 
the rains, blacks and tans have 
a larger sale, but this condition 
temporary. according to the gene 
opinion. The Christmas season 
brought an unusual demand for fi 
slippers which has continued. 
call is general for slippers of all kind 
from the fancy colored felt to 
leather house oars Many S& 
Francisco firms had to double thei 
orders for this class of foot gear, 
the demand is now being met wi 
ease. 





SHOWS P.P.1I. E. AWARDS 


The Davis shoe store, Inc. 
displaying in its attractive « 
window. the gold medal received 
the grand prize at the Panar 
Pacific International Expositie 
Business in this exclusive men’ 
store has been excellent during 
past year, being almost doubd 
1915. The firm. under the ma 
ment of Dewitt C. Davis. has 
stalled many attractive features fe 
the convenience and comfort 
customers. 





TRENCH BOOT OFFERED: 


At the Em ~ + dommes 
many special orders for slippers 
match gowns have been tare 
high-grade article being in co 
demand. The Emporium has place 
on sale the “Trench” boot; desi 
by Joseph Dode for women, whi 
is attracting much comment 
having # large sale. It comes in 
styles of fancy top and is a butt 
shoe with a lace attachment. 

Buckingham & Hecht, shoe r 
facturers, will orcupy five f 
of the new building to be erected ¢ 
the University of California propest 
on the Eust side of First Street. 


$15 SHOES. A FEATURE 
Paul Tieburg, manager of @ 
Royal shoe stores, asserts that ma 
fifteen dollar shues have been » 
= year thun were sold last year 
ve. : 
The five stores of which Mr 
burg RR pee ger Rave been ne 
carpe and otherwise improv 
Cash carriers have been ins 
which are a great convenience & 
th ealesmen and patrons. 


(, H. BAKER IN TOWN 





In the etores of C. H. Raker. Co. 
colored tops for women’s wear 
still popular, although t 
customers of this firm 
staple goods. C. H ker 
several days in San Franviseu bef 
the holidays on bis way buck to Big 
hume in Los Angeles from o trip tt 
Chicago. He called on the man 
gets of his various stores and was 
gteatly pleased with cuuditieg 


ail 





of their business. 
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CINCINNATI, 0.—F. J. La- 
erne of Seward, Alaska, spoke before 
he ational Shoe Retailers’ Con- 
ention on the merits of tanned shark- 
kin for footwear. He said, “The 
eas are full of large fish from which 
; fair leather can be oblained,—the 
upply is inerhaustible and shark- 
kin will relieve this pressure so, thal 
nore leather can be made available 
or shoes.” 


GET ’EM WHILE GETTING 
Is GOOD 
By SKINEM QUICK 


Shark skin experiments by the 
‘overnment show that the skin when 
woperly treated can be used to fill 
he gap in the shortage of leather for 
he shoe makers. That seems to be 
ill to the merry but who the timena- 
jon is going to furnish the shark 
kins? 


“n 








SHOWING THE LEATHER SAMPLE 


.,Talk about the ang treatment 
of shark skins. Vhat about the 
treatment of sharks and of one’s 
own skin? If we were called upon to 
show the proper treatment to a 
shark we'd be mighty careful in 
the approach. We'd adopt a friénd- 
ly attitude because a shark is —— 
to misunderstand. We'd spar for an 
_ opening that would leave a weighty 
impression on the shark’s mind. 


Don’t Give Him a Yawning 
Chance 


In dealing with a shark you have 
to be cautious and careful about 
every move, especially the ones he 
mukes. In doing business with a 





Ui, 


STYLE -- SOME INSPIRATION 


shark one should be entertaining, 
harp and quick, or the shark is 
s 





HARKS AND SKINS 


FOR SHOES 





The Inventive Genius of the American 
Industry is Not Going to Let 
This Possibility Get By 


likely to become bored and insulting 
and cause much embarrassment by 
rolling over and yawning right in 
front of you. So never let him weary 
of your companionship. Act quickly 
and bring the interview to a speedy 
and peaceful ending. 

Old shark hunters who have passed 
on to the happy hunting grounds 
have said that it was very easy to 
do business with a shark if you made 
him realize that your own knowledge 
of the business was complete and 





WHEN SHARK MEETS SHARK 


that you were sure of your position. 
They said he was a bit cowardly 
when engaged in. his operations, and 
under pressure they admitted that it 
was best to be a bit underhanded 
with one in order to offset any slips 
on your part. 


Get Him “After Lunch” 


Never approach a shark until 
after he has been to lunch. That will 
cut down the expense of furnishing 
him food. A shark is always willing 
to fill a vacancy, and you must keep 
in mind that this time the vacancy 
is in your leathers and not in_ his. 
After lunch he'd be more likely 
to listen to reason provided that it is 

ersuasive enough. . You must be 
ion and strong in the handling of the 
subject, and it is only after you 
have A. Shark on the last line that 
you can expect him to furnish any 
skin. 





DO HIM A GOOD TURN BY USING 
SHARK SKIN LEATHER 


Just now we don’t know where 
to hunt for sharks, although last 
Summer they seemed to crowd the 
warm yellow waters of the news- 
papers. Then there are schools of 
sharks. We don’t know whether 
they are trade schools or business 


pers where they are taught the 
quick turn-over that causes a short-. 
age in their food supplies and brings 
to the leader in this athletic sport 
much prosperity and contentment. 
We suppose that after the govern- 
ment treatment of shark skins has 
been adopted that the average shoe 
cutter will have no trouble in whit- 
tling out a good day’s work, though 
early experiments in the cutting of 
shark skins were conducted in a 
somewhat haphazard fashion and 
with uncertain results that were not 
such as to lead one to continue work 
as a cutter. 


Tough Hides Most Everywhere 


Personally we’ve got a landlubbers’ 
idea of sharks and naturally feel 
that if we could get a few of the skins 
we've bumped against that the 
process of preparing their hides 
would be short-and simple as from 
observation these skins have a 
toughness all their own which seems 
proof against the roughest kind of 
treatment. Why not take this mat- 
ter up with your congressman and 
see if Uncle Sam’s O.K. cannot be 
given to a movement ef_this sort? 
In that way we might he be able 
to procure enough tough skins and 
do away entirely with leather. 

In evicting these few words from 
the store house of superior and flexible 
wisdom we have done so with the 
best of intent and not in any way to 
be construed as “agin the 
ment.” We are agin the sharks, and 
for their skins—so let’s all reduce 
the H. C. of L. by pushing shark- 
skin boots—the higher the better. 


HOW WINDOW 
ROBBERIES 
AND REMEDIES 


LOUISVILLE, KY.—Louisville 
police have been investigating a long 
string of show window robberies, in 
which the shoe men have lost heavily 
during the past few months. A few 
nights ago windows were broken at 


at the Dan Cohen store, and the 
other at Frank Miiler’s Royal Blue 
Store. In the Cohen robbery, the 
door to a large lobby show window 
was broken open, and five pairs of 
women’s shoes removed, while the 
window was smashed and six pairs 
of men’s-shoes taken at the Miller 
store. Just a short time before a 
window was smashed at the Regal 
store, and several pairs of shoes 
taken. The same things happened 
three or four times during the past 

ear at the store of Goldstein & 

oseson, on Market Street. and 
several smaller stores have suffered. 

One of the dealers has suggested 
a remedy, figuring that if pairs are 
broken up, shown one shoe in each 
window, or one shoe near the front 
and the other at the extreme rear, 
it would largely break up the prac- 
tice. This dealer stated that ufiless 
shoes are mates they would not be 
worth stealing, and where a pair 
could not be secured without con- 
siderable risk, the average thief 
would not worry with the merchan- 
dise. Another suggestion is to the 
effect that one light be allowed to 
burn in every window all night. 
Window robberies it is said are 
generally arranged for in advance, 
and the job considered from every 
angle, with the result that the dealer 
has very little protection where his 
merchandise is easy of access. ‘ 





overn- 


two Fourth Avenue stores, one being 


ASSOCIATED SHOE | 


CO. DINES AND. . 
ELECTS 


BOSTON—Members and guests 
to the number of nearly two hundred 
enjoyed the opportunity of listening 
to two masters of their widely 
divergent subjects at the annual 
dinner of the Associated Shoe Com- 
or at Young’s Hotel, Boston, on 

ednesday night. 

The toastmaster, John H. En- 
right, of Pittsfield, introduced by 
Thomas S. Childs, of Holyoke, in 
his turn presented the speakers of 
the evening. 

Major F. L. Bogan, of the Medical 
Corps, Massachusetts National 
Guard, gave a most interesting talk 
on sanitary conditions of the army 
of the border, and brought the diners 
to their feet when he very modestly 
stated, speaking of improved pre- 
cautionary measures, now being 
taken against disease, that eve 
man of the Ninth Regiment of whic 
he is chief medical flew, came back 
whole and hearty from Texas. He 
also spoke of the great care of the 
men’s feet that is being taken. 

Dr. Edward Cummings, former 
a wend of sociology at Harvard 

niversity in his subject ‘“‘Problems 
After the War,” gave his listeners 
an opportunity of appreciating the 
theory of an ultimate international- 
ism—a world governed and policed 
by my es ena of all nations, with 
war forgotten and our energies de- 
voted to a struggle against disease, 
crime and ignorance. 





Election of Officers 


At the business meeting the fol- 
lowing officers were elected: — 

President, D. F. Sullivan, Fall 
River; vice-president, Lee Baker, 
Baker Bros., Brockton; secretary, 
J. F. Knowles.W. G. Simmons, Corp., 
Hartford, Conn.; treasurer, J. F. 
Travers, assistant secretary and 
manager, Boston; directors: D. F. 
Sullivan, Lee Baker, J. F. Knowles, 
T. S. Childs, Holyoke; C. L. Ma- 
honey, Lawrence; W. C. Goodwin, 
Fitchburg; L. C. Haynes, a 2 
field; H. L. Chase, Laconia, N. H.; 
Geo. L. Damon. New Britain, Conn. 

This board has plans on foot to 
bring the steadily rising member- 
‘ship, now seventy-five up to the 


century mark by the next annual - 


meeting. The duties of former 
treasurer Knowles have been trans- 
ferred to the Boston office, and an 
assistant to treasurer and manager 
Travers has been appointed. 





REDIT TERMS RE- 





VISED FOR FARM 
TRADE 
WINCHESTER, KY.—Local 


merchants have started a movement 
to break up the present six months’ 
credit plan, and place all credits on 
the thirty day basis.. As in most 
agricultural communities the farmers 
have’ — figured on six months’ 
credit, and have in many cases em- 
barrassed the merchant, who was 
unable to meet his bills with the 
jobbing and manufacturing houses. 
t has required far more capital to 
do business in such towns than 
would be the case if the thirty da 
basis was followed. The local reta 
merchants recently met and dis- 
cussed the matter, and are planning 
for another meeting at which a defi- 





nite stand will be en. 
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